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Price Shoes at What They Will Bring 


Piece played a part of 
extreme importance in the working of the present eco- 
A lowering of prices has had the effect 
of a the hard times. 


\\ithout the softening of prices, we would have had a 


nomic system. 


cushion on shock of merchant 


buvers’ strike and a great deal more trouble and dis- 
tress. 

his country is very fortunate in having millions of 
people employed in what we term “sheltered industries.” 
People who work for the Government or the State or in 
public utility organizations find that week in and weck 
out they enjoy the same wage and are not materially 
affected by the external ups and downs. There are mil- 
lions of sheltered jobs. There are millions of people 
whose income is just as it was a year ago. These people 
now have a buying capacity that is higher and_ better 
because of the drop in commodity prices. Their income 
becomes the back-log against a further decline. 

This country is indeed fortunate in also having re- 
serves, Money in savings banks and liquid funds. Some 
of this money is now in circulation because goods have 
reached a price where many people believe it is most 
economical for them to replenish their store of things. 

The production, distribution and consumption of goods 
are fundamental activities. As our modern economic 
system is now organized, they are conditioned and in- 
fluenced at every point by prices and price relations. 
The 


prices of individual commodities are always changing, 


Price constitutes the medium of economic control. 


thereby stimulating or retarding production and con- 
sumption. Every change, then, reflects back on new 
production and consumption. 

Fortunate the American economic system because it is 
a living organism with an ability to recover from the 
series of disorders into which it periodically falls. 

We are perhaps now experiencing the low spot in 
retail prices of all commodities. An announcement by 
mail-order houses last week had the effect of dropping 


prices to their absolute bottom. Perhaps that drastic 


action was needed to fix in all people’s minds an absolute 
bottom. 

Goods are moving. Store’s shelves are reducing their 
loads. Change to a fall season brings about the need 
for new articles and in their pricing the thing to do is to 
mark the incoming merchandise at what it will bring in 
your best judgment, without looking at the invoice. The 
result would be a revelation. It would prove how really 
little you know about values. 

Mark-up is the difference between the price at which 


HAA, rhe 


average merchant and buyer computes his selling price of 


a piece of merchandise WILL and its cost 


every invoice by adding a pretty definite percentage to 
the item-cost. 
and not in 


Think in terms of “what it will bring,” 


percentage of mark-up. If you are a good buyer, the 
mark-up percentage will take care of itself. If you are 
not, the mark-down pad will correct or eliminate the 


e2oods. 


Let the STORE mark 


The reduction in markdowns will take 


up remain as is. 
care of the profit. You will also be saved much of the 
excessive advertising and sales expense involved in dis 
posing of merchandise that could not be sold at its first 
mark-up. 

We are not writing this in the interest of EXTRA 
profit for the store. Neither are we advocating the tak 
ing of excess profits. Our only plea is for a more care 
ful study, and analysis, of values in order to eliminate 
excessive. mark-downs. 

The unsoundness of a system under which goods are 
marked up in the expectation that they will be marked 


down is especially apparent this season. 


fica fladloren 


Editor 































By MARQUISE VAHDAH DE BONIS 






Novelties 





Beaded Materials, Combinations of 

Satin and Lace and New Fabrics of 

Cotton Among the Latest Develop- 
ments of Fashionable Bottiers 
































| 


er ee ee 





























mod 
Sart women of Paris § trim 
v seem united in favor of black pumps at tea time! M 
: Which, in just the few weeks that I have been away visit- ment 
: ing America, is quite a new note. a fe 
: In Perugia’s new collection now being shown, there «ar as 1 
; several models in black patent, an oxford stitches in whit yell: 
Bach TE being the most outstanding. This oxford, which has thre: to tl 
eyelets, has a criss-cross design on the vamp which passes with 
over the throat, goes up to the ankle-throat and is 1 in 
peated on the quarter at heel seam. In the squares all : 
tween the stitchings there are cut-out flowers and dots the | 
The lacing is white. The same model is repeated in wh I’ 
kid and black patent, the vamps and heels being of 1 trim 
white. Perugia’s heels are nearly all of the modified spike, van) 
except on the sports shoes. These are low wood heels thro 
covered with kid. hor 
There are many novelties to be found in Perugi’s sai) 
collection, novelties that will be seen at Deauville, | less 
Touquet and other fashionable resorts during the mont satil 
of August, and next winter on the Riviera and at Pal: 
Beach. The real novelty for evening is a beaded mater 
in a broce desig: 
somewhat like t! ons 
old fashioned beaded este 
| bags. Other ey a h 
ning pumps combi -_ 
satin and lace, tl Mac 
quarters and_ hee! \ 
being in black sati eile 
the vamps_ cover a 
with yellow — lac . 
Yellow satin bind onl 
the black. 

At first sight the spa 
pumps resemble bor wie 
doir slippers. Kor que 
dressy sports an 
spectator sport cla: 
are pumps, sandal fro 
and oxfords of hee 
cotton material wit! 

Left, new patterns by raised designs in colors, sort of a Turkis! str 
Julienne, Bentivegna, toweling effect like that of toweling used 1 pas 
Bunting. In the circle, bathrobes. Colored kid bands trim. th wr 
a new Perugia oxford shank opening, border the throat, and coy not 
ieee : » ered heels of the same kid are used. On 
Bor 
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Pastel Suedes and Antelope Featured 

by Perugia for Evening Footwear and 

New Cutout Sandal Patterns Attract 
Favorable Attention 


model, an oxford, is of blue, vellow and white tissue, 
trimmed with a bright ink-blue kid. 

Many of Perugia’s models are simple pumps with orna- 
ments low on the vamp-throat, replacing buckles. Quite 
a few have bow-knot motifs of contrasting colors, such 
as red kid on light blue, two shades of green on beige; 
yellow and black on beige. Then there is a pump similar 
to the patent oxford, white kid vamp and heel, with or 
without patent saddle-strap, and the quarters decorated 
in white criss-cross stitching. There are bags to match 
all shoes, usually envelope, with shoe motif repeated on 
the flap. 

erugia is launching pastel suede or antelope, kid 
trimmed for evening. The newest model is a sandal with 
vamp widely cut out, wide open shank, back quarter at 
throat also cut out. The shoe proper is of the antelope, 
borders of kid. The illustration is in bright red. This 
same model is made for afternoon in darker colors and 
less cut out. The illustration is also done in bright green 


satin with gold kid heel and trimmings. 


The new boudoir and beach 
sandals are charming—of carved wood lacquered, and 
usually all in one piece. One especially useful model has 
a hinged flap of wood under the toes, so one can really 
walk. Yellow lacquered wood with hinged toe and has 
black patent strappings, stitched in yellow. 

Marouf is still using his hand-woven tissues, scintilla, all 
silk, metal and silk, and for sports the famous hand- 
woven string. Red kid is being combined with gold in 
several new, early autumn models. Wid in all bright 
colors will trim the winter evening shoes. 

At the present moment Bentivenga is concentrating on 
sports shoes, the best model, of white buckskin or kid, is 
trimmed with brown kid or calf, perforated and appli- 
quéd in scalloped shapes (see illustration ). 

Bunting’s new sports shoe is all white, in buckskin, a 
classic sandal with six cut-outs on the vamp, one on the 
front strap, and two on either quarter ; low brown leather 
heels, and brown extension (very slight) sole. 

Apart from her string sandals made of natural colored 
string woven to look like crotchet, with blue linen bands 
passing from vamps to quarters and then to heel and 
wrapping about the ankles, tied in the back. Julienne has 
nothing new for summer. But her first autumn models 

[TURN TO PAGE 78, PLEASE | 
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Why Fit Shoes in the Dark? 


By NORMAN D. MATTISON, M. D. 





The opinions and conclusions expressed in this article 
are those of the author. Boot and Shoe Recorder is 
glad to publish them as an interesting contribution 
to a controversial subject, whose free and frank dis- 
cussion tends to the advancement of the industry. 
The Recorder, however, assumes no responsibility for 
any of the scientific opinions stated herein. 





I. was probably considered 
immodest as late as the “mauve nineties” to expose the foot in pullic 
With the change in mass psychology regarding the foot as a cove 
member, there is no more reason why the shoe fitter should not h:\ 
the same advantage as the glove fitter or the hat fitter; and it w 
be as logical, though of less moment, for the latter two to put 
smoked glasses while attending a customer as it is for a shoe fit 
to depend on his sense of touch through a stocking or a sock, to 11x 
neglect of his vastly more important sense of sight. 

The only valid reason shoe fitters do not first observe the expo 
foot is either because they may not at present be considered qualit 
better thus to judge the needs of the individual foot, or else that t! 
might then have difficulty in fitting the customer at all with sor 
artificial type of shoe not adapted to her or his requirements. 

Investigation and research in industry has progressed rapidly with 
the past decade, not only as carried out by the Bureau of Standar 
in Washington and the Mellon Institute of Industrial Research, | 
versity of Pittsburgh, but 
also by a constantly in- 


creasing number of pro- 





gressive manufacturers in 
many and varied fields. 
The human foot seems 
somewhat to baffle the 
shoe industry, in so far as 
concerns a_ standardized 





shoe, possibly because the 
shoe industry either does 
not accept a norm in 
feet or does not recognize 
a normal foot when it 
sees one—which, admit- 
tedly, is seldom. Yet 
there is no valid reason 
for the countless varia- 
tions in shoe types. Every 
normal foot has exactly 





the same number of in- } 








tegral parts, every one of 
which under normal con- 


a. ditions functions exactly 
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An orthopedic surgeon hurls a challenge at some old traditions 


of principle and practice and proclaims a new 


philosophy of foot fitting 


the same as every other one of the countless millions of other similar 
parts. 

A standardized shoe can be arrived at when the shoe industry, 
temporarily at least, puts aside some old notions and considers the 
foot in its adaptation to shoes, rather than occupying itself with shoes 
to which feet must conform as well as may be. 

Socalled stylish shoes have never been judged correctly by the 
intended wearer of them, as to their adaptation to the individual's 
needs. The usual two criteria are, first, the shoe held in the hand of 
the potential wearer, then on her foot. Neither of these is adequate. 
The style type 5f shoe would better be placed on a horizontal plat- 
form at a level so that it can be judged from every viewpoint, as it 
appears to others, not alone as it appears to the intended wearer, who 
only sees her shoes from one angle—from above downward. A 
simple test of the stability of the shoe is also desirable, and any shoe 
that falls over with a flick of the finger on the heel counter is more 
adapted to a mantle ornament than for injurious use on a human foot. 


There are encouraging indications 
that shoe wearers are becoming interested in the same exacting stand- 
ards for their foot clothing as they are for the rest of their apparel. 
It is now possible, by reflectors suitably positioned, for one during 
walking to see precisely how her shoes appear to others; and this is 
considered by many wearers of stylish shoes to be of utmost impor- 
tance. Indeed, every department of the shoe industry would profit 

directly by making it pos- 





sible for every shoe cus- 
Fig.6A ' f tomer to apply the most 

\ familiar couplet of Burns, 
especially— 


“Tt wad frae monie a 
blunder free us, 


And foolish notion.” 


If there is one reason 
more than another for the 
far-flung development of 
the arch-support industry, 
it is because of pointed 
shoes. It must be obvious 
to every one who has even 
an elementary knowledge 
of foot mechanics that one 
condition in particular al- 
ways accompanied “fallen 








arches,” whether this re- 
lates to the inner longi- 


tudinal arch or to the at 
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No More “Two Sizes Up” 


New Fitting System Size-Tests All Shoes and Marks 
Them in Foot Sizes Only 


By ELMER J. BLISS 


President of The Regal Shoe Company 
In an interview given to Eugene M. Weeks 


L. all the 


eighty-four Regal stores 
around the country, shoe 
sizes and shoe-size marks 
are now taboo—wiped out 
and forgotten. In place of 
them the measurements of 
taken 


and recorded exclusively in 


customers’ feet are 
foot sizes, not shoe sizes. 
And not only that—the size 
marks, as stamped on every 
pair of Regal shoes, men’s 
and women’s, show plainly 
to the wide world nothing 
but the size of the feet to 
which each pair corresponds. 

With his 


Mr. Bliss has cut entirely 


new system, 
loose from the sacred, time-hallowed “two-sizes-up” 
method of interpreting shoe sizes from merely size- 
stick and tape measurements—which method he cheer- 
fully affirms is archaic, obsolete and, in the light of 
present-day mechanics of last-making and shoe-building, 
potentially inaccurate. Incidentally, he earnestly invites 
closest scrutiny of his new foot-fitting system by the 
rest of the indystry, offers to help any or all other shoe 
manufacturers adopt it, and predicts that in time its su- 
perior benefits to the public at large will be recognized 
everywhere. 

“yes, 


of intense experimental and test work in our factory and 


said Mr. Bliss to this writer. ‘Three years 
stores have culminated now in our introduction of this 
new plan. 

“Commencing the first day of this month our Resco 
fitting machines began taking customers’ foot sizes only. 
New pin-punch attachments, recently added to the ma- 
chines, record the length and width of each stockinged 
foot on cards containing accurately graduated measure- 
ment scales for foot length and width. 

“Every pair of shoes in every one of our stores has 
been measure-tested and re-marked with figures, showing 
\lso, the shoes on the shelves of 


its exact foot size. 


every store—which for several years have been grouped 


Any shoe merchant can make this simple device sug- fit the 

gested by Mr. Bliss, in which ordinary size sticks are 

used to measure customer's feet accurately in standing 
position, as is done in the Regal shoe stores 


by sizes rather than st 
—have been repositioned 
the new foot-size basis 

“We 


business to fit feet rat 


believe it’s ¢ 


than shoes,” Mr. Bliss co 
tinued. “We consider 
size of the customer's | 
as the biggest factor in 1 
whole fitting propositic 
Every other detail is hing 
to that 


foot-sise. 


single fact 


“The next essential is | 
customer’s feet 
accurately with shoes. H« 

where our new 


systei 
comes in with a_ ban 
We've entirely quit havi 
to fit a customer with a different shoe-size for ev 
different shape and extension of shoe that he or she n 
want—which in many cases has resulted in a variation 
shoe-markings of from four to seven half-sizes. 


W. now fit each customer 


with shoes that have been built and pre-tested to fit o1 
his exact foot-size. Every pair of the correct size {1 
his feet in any of our stores is stamped in plain figur 
with his foof size, and with no other size mat 
whatsoever. 

“So, if vou go to a Regal store today and your f 
when measured on our automatic Resco Machines, reco 
614 C 
lation that your shoes should be, say, size 84% C. | 
of the shay 


*- our store salesman does not make a mental calc 


steps to the shelf and picks out a 61% C 
leather and pattern that you want. The carton is mark 
‘614C’. The lining of the shoes is stamped ‘6.%4C’. | 
says ‘Six-and-a-half C’ when talking with you about yor 
size, and he records it as ‘644C’. And whenever vi 
return for more shoes, vour size is always ‘614C’—unle- 
our measuring machine shows that your foot-measur 
ments have actually changed. 

“Or, suppose a woman customer who has been wea 
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ing 
Rega 
her | 
her ! 
the s 
and | 
We | 


—all 


ing an 18/8-heel pump of some other make wants a 
Regal sport model—which may look a little longer to 
her than the pump, because it brings the rear half of 
her foot 15 or 20 degrees nearer the ground. Let’s say 
the shoe-size stamped in her old pump is 41% or 5 or 514, 
and our Resco machine shows her actual foot-size is 2. 
We fit her foot. 
—and we know, and she knows, she is correctly fitted. 


We give her ‘Size 2’ in the sport shoe 


“low do we know? Because her pair of sport shoes 

or pumps, or other Regal styles in any leathers and 
any heights of heels—has had to undergo our rigid 
factory tests for the exact foot-size 2 before the shoes 
are stamped with that size and put into cartons bearing 
And so on throughout all the 


the same size-mark. 


foot-sizes, Women’s and men’s.” 


A: this point the interviewer 
gently inquired what difference Mr. Bliss thinks it makes 
whether shoes are marked with the actual sizes of the 
fect that go into them or with the corresponding con- 
ventional shoe sizes Mr. Bliss laughed. 

“Just this difference: ‘Standard’ sizes of lasts are no 
longer standard—not if ‘standard’ means, as it’s sup- 
posed to mean, a required exactness in the minimum 
inside length, width and cubic content of each pair of 
shoes that is expected to fit any given size of feet. 

“Do you know that so-called ‘shoe sizes’ have so much 
variation nowadays that it’s not been an uncommon thing 
for shoe dealers who handle several makes of goods to 
find that a customer has to try on three or four pairs, 
all marked with the same shoe ‘size’ before he gets a 
pair that really fits his feet? 

“This unreliability of shoe-size markings is undoubted- 


“Twin-foot” 
measuring device 
used in Regal 
shoe stores 


Standing with both feet on this machine, the customer 
records his own foot size to the nicety of a pin prick on 
a printed scale 
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An ingenious de- 

vice to test the fit 

and make sure of its 
correctness 


No customer can stand in the wrong place on this Regal 

instrument. Unless the little clip clears his toe he gets 

a lot of grief. It's another Regal way of proving the 
accuracy of their foot fitting machines 


ly largely responsible for the almost unbelievable num 
ber of different ‘blind’-size systems used by manufae- 
We see 


turers, wholesalers and retailers. no excuse for 


its existence of continuance. 


had all 
collection of all the 


“Listen to this: Three months ago we our 


store managers make a different 
‘blind’ size schemes they could find in shoes of other 


We 


assembled the results, and found exactly one hundred 


makes taken off customers’ feet in our stores alone 


and seven separate and distinct codes for men’s shoes 


and fifty-one for women’s! Nobody knows what the 


real total is. It may run into the thousands.” 


M. Bliss reached into his 


desk and handed the writer a typewritten sheet nearly 


covered with little groups of figures and letters. 
“Look at this list. 
different ways that size 7B in a man’s shoe is ‘blind- 


marked’ on the linings! 


Here are the hundred and seven 


This brings up a fair question: 
‘When is a shoe size, and what does it mean to the 
customer 2” ” 
Observing the interviewer's eyes roaming over several 
mechanical devices on a table, Mr. Bliss took up one. 
“This,” he 


measuring the exact inside length, width and cubie con 


said, “is one of our instruments for 
tent of our shoes before they are marked for foot-size. 
It’s a hollow aluminum last, split lengthwise and hinged 
under the arch, so it can be pushed into and out of a 
shoe. This particular one is for men’s shoes lor 
testing women's shoes we hinge the last in two places 
under the arch and at the ball points—so it can be 
extracted easily from the S-shaped high-heel shoes. Be 
tween these two hinged halves of the metal lasts we place 
thin plates of aluminum, called ‘dividers’ or ‘wedges.’ 
There is a separate divider, of a different thickness, for 
each shoe width. 


[TURN TO PAGE 76, PLEASE] 
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Real Money—Cash Only 


would be interesting to hear from one of those 

captains of industry who shouted a few years 

ago that deferred payments, or installment buying, 

was a sound plan. Just how has it worked out, in the 

automobile industry? How many “re-posessed” cars 

has it added to the junk heap? How many poor peo- 
ple has it wrecked ? 

Prosperity that has no money, real money that is, 
behind it, is an inflated thing that-sooner or later must 
explode. A poor man buys a car from a dealer and 
pays something down and something a month. At 
best he must spread his payments over a considerable 
period. Most cars bought that way are worn out before 
they are paid for. The added interest means increased 
cost of the car. When he buys & used car his condition 
will be still more hazardous because it wi!l wear out 
sooner. . 

Not only in the automobile trade is this condition 
alarming. The radio business, vacuum cleaners, house- 
hold appliances, hundreds of things sold to poor people 


with the glittering prospect—“you have all the time in 


the world to pay for it But where is the real money ° 


Start at the bottom. The man goes into debt for 
something, fairly mortgaging his life to pay for it. 
The dealer borrows from a bank to carry the load. 
The distributor does the same. So does the manufac- 
turer. All this money must come from the banks. 
Where do the banks get it? Why, from the people, of 
course. So, the people put their money in banks and 
get 4 per cent for it and it is loaned to business for the 
purpose of carrying on business at 6 per cent or 7 
per cent, with premiums all along the line. 

When that poor little original installment buyer 
defaults in his payments, what happens? The loss is 


carried right along the backwash to the dealer, to t 
distributor, to the manufacturer, to the banks, at 
then— Are not the people financing their 
“easy payments” and taking the loss ? 

A man unemployed cannot continue his payment 
All the things he has bought must go back to tl 
source from whence they came. Not only does | 
lose the thing he has bought, he loses all the real mon 
he has put into payments on it. Is that a sound bus 
ness basis for this great country ? 

And it goes on, increasing the vicious circle dail 
We now hear on the radios offers to sell things “nothi: 
down,” and so much a week, “as much as you wish 1 
pay,” usually. Land is sold that way. Houses are bui 
that way. Talk of prosperity founded on bubbles! 

Merchants listen to a plausible story of “long da 
ings.” They buy more than they should because thi 
have “three months,” or more, to pay the bill. “Wh 
you will have sold most of the stuff before the bi 
comes due.” Now, is that not right in line with mo 
of the mess? How many times does it work out? 

There is only one safe and sound way of creatin 
prosperity in a country. That is to pay a cash dolla 
for a dollar’s worth of something and take the discou 


offered. 


te te Me 


Tariff Needs Interpretation 


HEN its a leather plain, and when is it fancy 
If it’s plain, it’s liable to a duty of 15 per cent 
If it’s fancy, it’s liable to a duty of 30 per cent, unde: 
the new tariff law. G. W. Ashworth, of the U. S 
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Treasury Department, gave a hearing to tanners and 
shoe manufacturers at Boston this week in an effort 
to interpret the meaning of paragraph D, of the new 
tariff law, which isn’t as clear as it might be. It says 
that “leather of all kinds, grained, printed, embossed, 
ornamented or decorated in any manner to any extent’”’ 
shall be dutiable at 30 per cent. 

Now some tanners claim this means that some 
familiar leathers, such as a hand or machine boarded, 
or embossed, should be dutiable at 30 per cent. On the 
other hand, some shoe manufacturers contend that if 
the tanners claim is accepted then about 90 per cent 
of the imported upper shoe leathers will be duitable at 
30 per cent. 

\ny grained leather would be dutiable at 30 per cent, 
even. though it were a leather that the trade rates as 
stayle and uses in ordinary every day shoes. 

(Ine shoe man argued that Congress intended that 
leather for staple shoes should come in at a duty of 
15 per cent while all leather for fancy shoes should 
be taxed 30 per cent. Mr. Ashworth pointed out that 
gol, silver and like leathers, used for party slippers, 
are dutiable at 30 per cent. 

The question was raised if some other fancy colors 
might not also be dutiable? There’s quite a mix up 
in the matter. The Treasury Department is trying 
to straighten it out. 


vwvwvv 


Keep Traffic Moving 


T HE police department of a big city after struggling 


with the traffic problem for years, finally decided 
to prohibit parking on a 


they said. That was a perfectly natural reaction. 

The pressure brought to bear upon the police was 
so great that limited parking was agreed to. To the 
amazement of the merchants business picked up on that 
street. Soon they were asking the police to do the 
very thing they had protested against—prohibit all 
parking of cars. 

Business gets better and better as cars are kept 
moving and people are not menaced by the traffic jam. 
What dragons we create out of our imagination! We 
are apt to denounce something that has been carefully 
and scientifically thought out for our benefit. 

Traffic problems are for the police. They are not 
enemies of business. They know that business is their 
bread and butter. But the traffic superintendent of the 
average city is a man who has given most of his life 
to the study of the problem. He has gone into it as 
a scientist goes into microbe study. He has traveled 
and watched and listened and evolved a plan that is 
usually sound. ‘Trust it to him. 

In a South American city there is one street where 
automobiles, trucks, or wheeled vehicles of any kind 
are not permitted to enter at certain hours of the day. 
That street is a world famous business thoroughfare. 
Business thrives there. People shop there without fear 
of death or injury. From curb to curb the happy 
throng of shoppers swarms during the hours when 
traffic is turned away. When the wheels begin rolling 
again those shoppers disperse and the shops close their 
doors. 

Those wise Latins have learned that whirling wheels 
do not mean good trading conditions. We of the U. S. 
may eventually learn the same. But we will have to 
trust our policemen more and work with them in their 

endeavors to improve con- 





ditions. That is their busi- 





certain business street. The 
merchants on that street set 
up a howl that rend the 
skies. “We will be ruined,” 





business? 








Ask Me Another 


—What’s the matter with the shoe 


—Nothing at all—The shoe business is 
all right. But there is something 
the matter with some of the people 
in the shoe business. 


—What is- wrong with them? 


—Too much volume talk, and too lit- 
tle profit talk. 
would worry less about number 
of pairs sold and more about prof- 
it per pair, we’d soon be back on 
Prosperity Road. 


Sut 


ness and they understand it. 
Cooperation will accomplish 
more than opposition. 








If shoe people 


— ied 
rs 4 
pA Ltir~r$§ 


President. 

















BooT AND SHOE RECORDER 
combining THE SHOE RETAILER, July 26, 1930 





He Can Make Your 


It isnt your banker whose words 


BEST SELLERS 


Wit is the most important 


link in the whole merchandising chain? The retail 


salesman.”’ 
the salesforce of 


their regular Tuesday morning 


Young addressing 


Son at 


I Imer was 
Bowman & 
meeting. 

“What is the most neglected link? The retail sales- 
man. 

“Just what is this thing called salesmanship ? 

“To answer that let’s take it all apart this morning 
what makes it click. 
If vou misfit the customer the 


and see 

“You are the store. 
store misfits her. If you misrepresent something to her 
the store has lied to her. 

“Ten ill chosen words of yours can make a complete 
waste of all the money your store spent to get her 
through the front door. Five minutes of inattention 
on your part can undo thirty years of careful, patient 
good will building. 

“But, you ask me, what is this thing called salesman- 
ship? Salesmanship has two elements, no more. 

“First: Common courtesy. 

“Second: Appreciation of the customer's needs. 

“Common courtesy sounds simple but it is really a 
complicated mass of details. It is born in the heart 
and no amount of pretense can gloss over and disguise a 
heart wherein no courtesy exists. 
visitor. 
that 
how 


“Each customer is your invited 


It is 


guest, your 


therefore no more than common 


No 


hecome equally 


courtesy 


you treat her with utmost respect. matter 


immediately 


humble she is vou must 
humble. That’s only common courtesy. 
“Vou host. As host it 


courtesy that you cater to her whims and fancies. 


are her is only common 


“The institution, through its advertising, has invited 


this guest to its home. It has promised her that when 


and actions decree your success or 
failure as a shoe merchant—it's your 


Salesman. 


she comes here she will be waited on by one who 
gentleman, an expert, a reliable representative of 
institution. That is just what you must be— 
less! 

“Common courtesy means 

“That you look at her when talking to her, 
into space. 

“That you confine your attention to her. 
“That you rise when she rises. 

“That you do not address her as ‘lady’ or ‘mad 
Both words are out of date and unnatural. 

‘That you do not throw shoes nor call your 1 
chandise ‘stuff.’ 

‘That you learn and use reasonable English, neit 
uppish nor low brow. 

That you keep in mind that her purchase 1s 
utmost importance to her, even though you may 
tempted to consider it only a tiresome incident in a long, 
hard day for you. 

“That you be prompt and willing to show 
She certainly won't buy what you don’t show. 
“That you be genuinely unselfish. 


BooT AND SHOE RECORDER 
combining THE SHOE RETAILER, July 26, 1 

















Business—Or 


By MURRAY C. FRENCH 


She ck CS 


not want everyone in the store to know her business. 


That you keep your voice low but clear. 


That vou take the trouble to find out what she 


really wants, even though that be unnecessary owing 
to your superior knowledge of what. she needs. 


ee 
The predominant factor, 
however, of today’s salesmanship is a thorough appre- 
ciation of the customer's needs. It dominates business. 
It determines policies. It regulates production. It is 
the final yardstick by which the salesman’s success is 
measured. 

“What do I mean by appreciation of the customer's 
needs? I mean the ability and willingness to see every 
transaction primarily from the other side of the fitting 
stool—always. 

“The old salesmanship devoted many chapters to the 
wily art of ‘How to Overcome Customers’ Objections.’ 
Today’s salesmanship welcomes those objections and 
pays careful attention to them. It overcomes them, not 
with arguments, but with changed goods, altered to con- 
form to those objections. 

“To the woman who said, ‘I’m afraid this shoe's too 
heavy; I never could wear calfskin,’ the old salesman 
ship taught the clerk to say, ‘Ah, but this calfskin is so 
from the softest selected 
Soft as a 


cut part of 
Keel it! 


Smooth as a silken pillow!’ 


different! It is 


young calfskins. kitten’s ear! 


“And as he made out his sales ticket he would salve 


CUSTOMER’S 
NEEDS 
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Break It 


OURTESY 


his well worn conscience with the thought, ‘What if this 


calfskin is the same as any other! That's no reason | 


I've vot 


should let ten dollars walk right out the door. 
to eat! The boss pavs me for selling shoes, not making 
excuses.’ 

“Not so the new salesmanship. It teaches him to 
We'll find something 


lighter, more suited to your individual needs.’ 


say to her, ‘Perhaps you're right. 


ee 
Toasy's salesmanship misses 
more sales per day, but makes more friends per year. 
We no longer hear the old-time sneer, ‘Anybody can sell 
‘em what they want, but it takes a good man to load ’em 
up with what they don’t want.’ 

“Time was when the man who ‘knew all about shoes’ 
was considered the main cog in the machine. Now we 
know that a reasonable amount of technical knowledge 
is necessary, but of much less importance than is the 
knowledge of people, their habits, their desires, their 
ambitions, and the fitness of certain types of shoes to 
their various needs. 

“The technical minded salesman is less successful now 
The customer cares nothing 
\What interests 


than the stvle minded one. 
about mechanical details of construction. 
her is that the finished product shall be a thing that defi 
nitely fills one of her specific needs in a satisfactory 
manner. She cares not for causes but for effects 
“She expects you to know shoes. Of course. But 
further than that she expects you to know her, from a 
shoe standpoint, better than she knows herself. She 
expects you to translate into terms of pattern and leather 
what she expresses in terms of style and uses. She 
even expects you to size her up correctly and interpret 
for her the needs she has but cannot express. 

“If you can do that, you're a salesman, for you have 


[TURN TO PAGE 79, PLEASE | 














You Win or Lose- 


Atmosphere Helps to Advertise the \*:odern 
Shoe Store and Furniture May Form Fr :d- 
ships That Sell Footwear 


Bitangibte impr** ‘ons, 
formed by atmosphere, environment and surroundings, 
their part in modern merchandising. Psychology comes 
the picture of shoe selling. The customer in the chair, the « 
at the fitting stool. Now what determines the sale? 

Ability of the salesman to please the customer is the 
factor, but even here the mood of the customer may upset 
best laid plans. Advertising has been bought and paid 
window displays have been carefully designed, the interest 
the prospective purchaser has been aroused. But every) 
knows it’s hard to please an ill humored person and disco 
fort breeds discontent. A customer ill at ease is likely to 
fault finding and hypercritical. A salesman ill at ease n 
become careless and discourteous. 

Therefore make sure that surroundings, environment 
furnishings all contribute to the ease and comfort of salesn 
and customers alike. The subconscious impression left by 
uncomfortable half hour may keep a sensitive customer fr 
coming back. The favorable impression formed by pleas: 
surroundings and furnishings may win a friend for life. 

The shoes of a nation are sold over the fitting stool. Fitti: 
stools have changed with the major changes that have effect 


practically every shoe store in America. 


Once the fitting stool was simply a wire frame that had 1 
harmony of line or design or color with the rest of the sto: 
Today, when the customer’s chair is made the centerpiece 
the shoe store, the fitting stool is built in harmony with it 
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at ihe Fitting Stool 


lor 7 ime, an attempt was made to eliminate fitting stools 

and to have the clerk do his work with one knee on the floor 
‘\ . - 2 ° or 

but that/scheme died because of its discomfort. Today we try 


all sor’: «-f fitting stools, some that are concealed beneath the 
long beh in the men’s shoe store—some that are a little more 
than « ushion and still others that are elaborate contraptions 
with ecacealed measuring pads and fancy devices of all sorts. 
Ther no end to the new tricks in designs. The fundamental 


featyse lof having a slanting foot rest is common to most of 
them 


Crairs are equally 


nt in the shoe store. In some respects, perhaps, more 
inijnatant, for the comfort of the customer in a large measure 
depends upon the chair. A few years ago seating facilities in 
shoe stores were relatively standardized. First the wooden 
bench on which customers were seated side by side. Then came 
the opera chairs, ranged in rows like the seats in a theater. 
Shoe men thought they had reached the ultra in comfort and 
modernity when that change came. As a matter of fact this 
type of seating arrangement can scarcely be excelled for cer- 
tain types of stores and it still survives and doubtless will con- 
tinue to do so in a vast number of establishments where it has 
demonstrated that it serves the needs of store and customers 
alike. With the advent of the salon type of store, however, 


individual chairs came into wider use. 


Here we show fitting stools of New York— 

in an effort to present the entire picture of 

we fitting stools, without recommending any one 
type as being all perfect. 


The illustrations are practically self-descrip- 
tive. They are made up in all of the woods, 
metals and covered leathers—and fancy 
fabrics. 
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Matching Up the Shoe 


Practical Hints and Suggestions for Cleaning and Dyeing 





the New Fall Footwear Fabrics 


By GEORGE RICE 


a or satin shoes 
and slippers can be cleaned, whitened or dyed without 
endangering the loosening of any of the adhesive ma- 
terials used in the factories to secure the fabric to the 
framework, but it is necessary to know just how to 
proceed in order to obtain satisfactory results. 

If the stains on the footwear are made in the clean- 
ing or dyeing room of the shoe shining parlor, the cause 
of their presence and their chemical nature will be 
But often satin shoes or slippers are brought 
ot 


directions to clean them only. 


known. 
in because their soiled or stained condition with 
In this case the procedure 
of cleaning is about the same as for whitening or dyeing, 
for the fabric must be free of foreign impurities to 
whiten or dye well. 

Cloth top shoes or slippers may be so badly soiled that 
it will be considered fruitless to clean them. The cus- 
tomer will not like to be told this, and therefore the 
manager usually accepts and tries to do a good job 
with things which should go into the ash can. There 
may be perspiration stains, for the feet of some people 
perspire freely and the acid deposits will leave embellish- 
ments on silk and satin and other kinds of fabric that 
require skillful manipulation with special solutions to 
remove. 


There may be stains caused by the alkali dust of the 


air settling upon the fabric, or various other causes. 


\ 


If the shoes are used for street 
wear there will be discolorations 
along the lower portions caused 
by particles of earthy matters 
to the 
Germ action, 


attaching themselves 
fabric structure. 
such as mildew, mold, rust and 
fungus accumulations in gen- 
eral, produce stains here and 
there on footwear which hap- 
pens to be left in a damp closet 
for a time. Even the adhesive 
mixtures used by the manufac- 
turers of the shoes or slippers 
may be loosened through con- 
tact with dampness and become 
the basis of a stain. Finger 
marks, food stains and the like 


are common on this type of per- 





sonal attire when it shows up at a shoe store or shining 


parlor for reclaiming purposes. 

Cloth top shoes and slippers are made from various 
kinds of be 
fashion for fall are constructed with plain silk or sati: 


fabrics, but most of those which will 


crepe and woven plain or on the corduroy principle. 


There are crepe meteors 


in which the warp threads are rayon and the filling 


threads pure silk, and printed crepe de chines, print 


chiffons, plain and fancy lames and fabrics beautiti 


terns 


the 


with geometric figure 
of 
The fabric has a sponge-like touch with plenty 


s, fancy borders, stripes and | 
many kinds. 

resiliency, and these features must be retained throw] 
uit the cleaning operations or the customers will con 
plain about the stiffness of the shoes or the slipper 
Usually the threads in the fabric are hardtwisted ai 
The colors include the beiges, tar 


mesh close. 


corrida reds, nautical blues, Venetian purples and Hany 


ton 


greens. The majority of crepe shoes and slippe 


are white or near-white and may have been turned 


for the purpose of restoring the original lily whiten 


hen care has to be taken not to start any of | 


ingredients in the leather soles or the material used 


\ 





Some of the professional shoe dyers apply prepared 
dye to crepe fabrics by painting on with a brush 


46 


fasten the fabric to the framework to running, or 


staining will begin along tl 
lower edges as shown in figu 
at the 


page. 


top of the right hai 
[f only ordinary stains 
are to be removed or just norn 
cleaning is required, the fab 
can be sponged with a weal 
solution of benzine soap wit! 
out touching the soles, as shown 
in lower figure. Then rinse the 


shoes or slippers with 
benzine, using the sponge th: 
same way, always keeping of! 


the soles. 


found in crepe and other clot 
footwear is about the same a 





that found in rugs and uphols 
tery, and ordinarily is embedde 
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The soil and other impurities 
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nearly as firmly. The upholstery method of cleaning as 
applied to cloth shoes and slippers begins with a loosen- 
ing of the dust in the texture by brushing it. 

This is called a brushing process, but it is really a 
heating one with a stiff bristled brush so as to start the 
dust. The dust is then removed with a vacuum outfit, 
which in large places is operated by compressed air. 
Then for a few pairs of silk or satin, or in fact canvas 
or almost any other kinds of cloth top shoes or slippers, 
dissolve One ounce of pure cocoanut oil soap and a 
similar amount of pure olive soap in one gallon of warm 
water. Add a little glycerine and powdered borax and 
paddle the mixture until a thick suds is made and this 
suds can then be padded on the footwear fabric with a 
sponge and the impurities sucked out by the vacuum 
action which is set up. 

The sponge is forced against the fabric repeatedly and 
each time this is done, some of the cleaning suds are 


caused to penetrate the inter- 


tices of the threads and 

soak up the foreign sub- 

stances and in most cases oy 
eliminate the stains. When RA) 


the pressure on the sponge is 
released, the suction accom- 
panving this movement pu!ls 
out impurities which were 
not taken up by saturation. 
The sponge is rinsed in clear 
water after each action and 


the process kept up until the 





fabric is cleaned. Then the 
fabric is wiped off with a 
cloth Light 
brushing finishes the work, 


and dried. 
unless the fabric is a pile structure in which case steam- 
ing will be necessary to straighten the pile and give it 
a luster. 

Crepe footwear which is to be dyed or redyed to a 
shade desired by the customer is not often of a natural 
or pure silk source, for there are artificial silk tops and 
tops made of mohair, wool, cotton and various other 
kinds of raw textile materials. Most of the crepe foot- 
wear is pure silk or rayon. Sometimes the pure silk is 
tin-weighted, and tin-weighted silk dyes the best with 
the direct colors, a fact which the manufacturers of the 










The cleaning  solu- 
tion can be sponged 
on the fabric, but 
care must, be taken 
not to touch the 
leather sole 
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Other shoe dyers use the wool felt pad system of padding 
the dye into the fabric 


47 


When the adhesive substances 
used to fasten the fabric to 
the frame of the shoe are 
loosened with cleaning solu- 
tions, staining results 









Se 
% 








dye explain to the dyers, because the deystuff manu- 
facturers are finding a profitable outlet for their products 
in the modern shoe stores and shoe shining places and 
they are out for the trade. 

Where proprietors of shoe stores and polishing stands 
used to buy small packages of drug store dyes to color 
a pair of shoes now and then, the proprietors of up-to- 
date concerns now purchase 
kegs and jars of dyes and 
the 
the manufac- 
the 


chemicals direct from 


wholesalers or 
turers. Consequently 


road men of these concerns 


visit the shoe shiners and 1n- 
struct the latter in the best 
methods of dyeing footwear. 
Regarding the dyeing of tin- 


weighted crepe footwear, for 





instance, a formula presented 


by one road man of a re- 


putable dyestuff company 
consists in preparing a bath 
with two ounces of mono le 
brilliant oil, one ounce of 
phosphate of soda for each gallon of liquor used with 
the direct dyes. If a bright scarlet is desired, the dye 
mixture is made with 2 per cent metrol scarlet Y and 15 
per cent common salt, dissolved and boiled before apply- 
ing it to the previously prepared bath. Dy adding a little 


(ilauber’s salt the color will be improved. 


W. are called as an 


1 


arbiter to deternine why streaks were showing up on 


some crepe slippers which had been dyed in a shoe shin- 
An 


\n examination of the fabric showed that 


ing parlor. alcohol dye was used and this was 
brushed on. 
it contained a powder which evidently had been put into 
The 


shoe men attributed the streaks and spots to the pres- 


the crepe to give the fabric weight and stability. 


ence of this sizing substance, but they were mistaken. 
The satiny finish of the crepe made a smooth surface 
to brush the dye on, but the brushing was not evenly 
done. Brushing the solution on a crepe shoe or slipper 
requires judgment. It is easy to hold the brush in the 
hand and apply the dye to the surface. 

But it is not so easy to avoid making visible streaks by 
putting the dye on thicker in some places than in others. 


[TURN TO PAGE 74, PLEASE | 


HOW’S BUSINESS > 


GOING TO BE NEXT MONTH e 
CHARTED BY UNITED BUSINESS PUBLISHERS, Inc 


T HIRTY - FOUR ECONOMIC EX 
PERTS EDITORS OF BUSINESS 


PAPERS 


URTHER curtailment of Recession, which began to show « 


and income is reflected in a general 


PUBLISHED BY LHE wages 
tendencies downward early 


1929, is apparently, aft 


nite 
August, 
full year, close to or actually at 


United Business Publishers, 1) 


~—HERE PRESENT A COMBINED 


OPINION ABOUT THE COURSE weakening of retail prices. Trade, 


BUSINESS DURING THE MONTH OF 


re va ange al which has held up much better than 
bottom of the depression. 


RECORDS PROVIDE YOU WITH IIIs- production, is now responding to the 


RECENT MONTHS. 
DEALS ONLY 


TORY OF THIS 


lowered demand of summer months. Labor Day, which quite defini 


marks the end of the summer se: 


BOARD OF EXPERTS 
WITH THE FUTt 
ARE 


WITH 


RE. ITS OPINIONS 


CLOSE CONTACT 


400,000 


BASED 

THE MORE 
REACHED BY 
FAR - 
AND INDUS 


The tariff sore, although it may leave a 
THAN - 


in many sections and tends to con 


THEIR scar, is healing; and there is a ray of 


FLUNG 


SURSCRIBERS 


trate attention on Fall needs, falls 
September Ist. Arriving at this pivet 
point, it is hoped that business 


PUBLICATIONS IN 


ct i hope in the transition from the rather 


TRY. destructive optimism in the early 


months of the year to the more con- gradually rise from its present pt 
structive pessimism that has taken its position to a sitting posture, and raj 


place, and which, it is believed, marks |y regain its feet and stride as the 


the beginning of a recovery. 


season advances. 


THE COURSE OF BUSINESS FORECAST FOR NEXT MONTH 





BUSINESS 


SALES 


RETAIL STOCKS 


COLLECTIONS 


COMMENTS 





AUTOMOTIVE 


DEPARTMENT 
STORES 


HARDWARE 


Small seasonal decline 
on passenger cars, with 
sales about 25% less 
than Aug. ’29. Trucks 
about 10% less in Aug- 
ust than in July, and 
about 20% under Aug. 
29 


Sales will be approxi- 
mately the same _ in 
August as in July, but 
about 6% under Aug. ’29. 


Slightly better in August 
than in July, but about 
4% under Aug. ’29. 





INSURANCE 


JEWELRY 


LUMBER 


MACHINERY 


METAL 
PRODUCTS 


METALS 


PETROLEUM | 


SHOES 
| 





Life insurance’ lower, 
fire and casualty steady 
as compared to July. 
All lines slightly better 
than Aug. ’29 





and Middle West, with 
anticipated improvement 
in Far West and on 
Pacific Coast as com- 
pared to July, and 5% 
to 20% lower than Aug. 

, 

29. 


No prospects of 
provement in August 
sales over July, and 
considerably lower than 
Aug. ’ 
Steel production about 
5° greater in August 
than in July, but about 
25% to 30% below 
Aug. ’” 


| Somewhat less in East 


There will be no material 
change in retail stocks 
of either passenger cars 
or trucks, which in both 
cases will be much 
lighter than Aug. '29. 


About the same in Au- 
gust as in July, but 8% 
less than in Aug. '29. 


Retail stocks will be 
lighter in August than 
in July, and noticeably 


lighter than in Aug. ’29. 


Collections will be about 

the same in August as 

in July, passenger cars 

being somewhat slower 

than Aug. ’29, and truck 

collections considerably 
slower. 


There will be little 
change in collections in 
August, which will con- 
tinue noticeably slower 
than Aug. ’29 











Will show little change 
between July and Au- 
gust, but somewhat 
lighter than Aug. ’29. 








The same or slightly 
less than in July, and 
much less than Aug. '29. 


August will continue to 
show low inventories. 


“| 
| 
| 


July and August tradi- | 


tionally dull months in 
machine tool trade. 
Signs of betterment not 
expected before fall. 





Estimated daily con- 

sumption of gasoline, 

1,278,900 bbis., an in- 

crease of 3.4% over July 

and 5% increase over 
Aug. ’29 


Estimated on Aug. 31, 

43,000,000 bbis., decrease 

of 8.9% from July, and 

increase of 27.2% from 
Aug. ’29. 





No noticeable change in 

any line. Accounts be- 

ing watched more close- 

ly this year and should 

show improvement over 
Aug. ’29. 


Slightly slower, except 
on the Pacific Coast, 
where they are expected 
to be better. Generally 
slower than in Aug. '29. 


“| Present 


| 


New developments 

medium-priced passer 
ger cars expected 

stimulate sales. Low 
priced light trucks sel 
ing far ahead of an 
year previous to 1929 


Adjustment of store ex 
penses to sales volum 
is being made satisfac 
torily. 
Considerable optimisn 
in the trade as to pros 
pects of better busines 
in the fall. 
prominenc: 
given to unemployment 
problems fostering ade 
mand for group insur 
ance that is being cap 
talized by many com 
panies. 


Silver trade nearer nor 
mal in August than any 
other line, watche: 
next. Diamond stock 
increasing, but muct 
less than Aug. ’29. 


Better control of pro 
duction now character 
izes the entire Industry 


Machinery demand dul! 
except in special fields 
Exports for first five 
months largest ever re 
corded in that period. 


| Gasoline consumption at 


annual peak in August, 
which should help to 
reduce excessive inven- 
tories overburdening the 
market. 





Clearance sales summer 
shoes declining. Greater 
clearance sales effort 
this year, more pairs 
sol.', fewer dollars. 


| 
| 
| 
| 


Reduction of dealer 
stocks will continue, 
bringing them percepti- 
bly lower than Aug. ’29. 





Improvement antcivated 
as dealers have had 
good summer business. 
Public is slow pay, and 
on charge accounts 
much slower. 





Upward trend developed 

in the Boston shoe mar- 

ket early in July holds 

promise for a favorable 
fall. 








Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, July 26, 19 





y 


Boot A 
combin 





CUSTOMER 
APPROVAL 
OF THE 


FORM-FITTING HEEL 
made possible by 











TRaoe MaRK 


INNERSOLES! 
Onc@ When trying on a pair of shoes 


Treace MaRK 


THE PERFECT INNERSOLE equipped with Onco Innersoles 


the customer immediately senses 


PERMANENTLY LIGHTER IN a difference. The full flexibility 
FLEXIBLE WEIGHT 


one UNIFORM intial of Onco provides a non-slipping 


RESILIENCY IN QUALITY ABSORBENT i i s 
am: ae heel even in a new pair of shoes. 

oo ee ae, Oey Onco bends at the correct point, 
SHAPE DRAW THE FEET 








assuring a comfortable, form-fit- 
NO SQUEAK IN ONCO INNERSOLED SHOES ting heel from the beginning. 


Be sure and specify Onco with 
your next order. 


FOUNDED 1852 


Portland. aine 





BRANCH OFFICES: 
New York City Boston, Mass. Chicago, til. 
233 Broadway 76 Lincoln Street 110 So. Dearborn Street 
Atlanta, Ga. St. Louis, Mo. Pittsburgh, Pa. 
1023 Candler Bldg. 1012 Arcade Bidg. 1626 Oliver Bidg. 
San Francisco, Cal. Minneapolis, Minn. Montreal, P. Q. 
58 Sutter Street 736 Plymouth Bidg. 509 New Birks Bidg. 
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Among 


the outstanding 
Shoe Merchants 


of America.... 


Sommer & Kaufmann 
Wright Arch Preserver Shoe Dealers, San Francisco, Calif. 


“Arch Preserver Shoes have been a most important factor in 
the growth of our men’s footwear business. They build per- 
manent and satisfied customers.” 





E. T. Wright & Co., 
Rockland, Mass. 
Gentlemen: 


We wish to take this opportunity to express to you 
our thorough satisfaction with your Arch Preserver 
shoes for men. We can say with the utmost sincerity 
that these fine shoes have been a most important 
factor in the growth of our men’s footwear business. 


It is most gratifying to find that they tend to build 
such permanent and satisfied customers, as it is our 
feeling that the first sale to a customer of any foot- 
wear, when advertising and selling cost is considered, 
shows very little profit, and it is the customer who 
returns to our store continually, year after year, who 
is a profitable one. 


With kindest regards, we remain, 


eS 
Yours very cordially, W, hd PE 
SOMMER & KAUFMANN, ra A 


Per Max Sommer. 
regent 
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Roll Call of Arch Preserver Shoe merchants 
of the great empire of the Pacific Coast . . . 


leaders in their field; whose progressiveness 


and success are recognized throughout the 


shoe industry. 





Backed by the original 

arch shoe that has never 

been successfully dupli- 

cated .. . that is winning 

fine shoe wearers by thou- 

sands because of the foot health and 
comfort in action it assures... . 


.... Supported by outstanding 
national advertising in the Saturday 
Evening Post and other leading 
magazines, and by a Sales Plan that 
goes the limit in practical sales- 


ARIZONA 


Nelson Shoe Company 
Albert Steinfeld & Co 


CALIFORNIA 
Gundlach Shoe Co 
Neil White & Co 
Stein Strauss Co., Inc 
GhemGale Meetesy occ cccccccccccccccccscccces Glendale 
Dobyns Footwear Long Beach 
GOES, BEB. cccccccccvecccccocscecccoces Los Angeles 
F. A. Zimmerman 
Kushin Brothers 
Kjalmar Johnson 
The Triangle Shoe Co 
Bennetts Booteries 


Revemsens, BMC. ccccccccccccccccccccccce Sacramento 
PEE waweccccscccccvsccoceseesess San Bernardino 
Weggenman’s Bootery San Diego 
Sommer & Kaufmann....San Francisco (119 Grant St.) 
Sommer & Kaufmann..San Francisco (838 Market St.) 
L. Bloom's Sons Co. 

Adriance Bootery 

Schilling’s 

M. E. Newton, c/o The Great Wardrobe. .Santa Barbara 
Smith Robinson Santa Monica 
Pe GRD GR. cccccccccccccccsscesvcees Santa Rosa 
Dunne’s Shoe Co Stockton 
SE Ge GN. ocescsccccsevvcorewsseseececs Ventura 
Harry ©. Locey Visalia 


Vorhes Shoe Co 
Fontius Arch Preserver Shoe Co 
Frank Mendicino 


building cooperation with 
the dealer.... 


.... Arch Preserver Shoe 

merchants are establishing 

notable successes in every 
state in the Union. 


Our Fall, 1930, Sales Plan gives all 
the details. Ask for a copy of it. 
If you are located in a community 
where the Wright Franchise is avail- 
able, an unusual opportunity is open 
to you. 


IDAHO 


Burnett Shoe Co Boise 
Modern Shoe Co. Idaho Falls 
i. 8 Fee ree re Nampa 
Watson Brothers Pocatello 


St. Pierre’s Bootery Reno 


NEW MEXICO 
Pe Ce Gs hsb avcetcnssasscsescsead Albuquerque 
OREGON 


The Boot Shop 
Kirkpatrick & Bennett 
Meier & Frank 


Corvallis 
Klamath Falls 
Portland 


Andreas Peterson & Son Logan 
Hunter-Thompson Co. ..............465 Salt Lake City 


WASHINGTON 


BOONES GRD Goin ccccccccvccccossceced Aberdeen 
Famous Shoe House Bellingham 
Robinson Men’s Shop Centralia 
The Nobby Shop Colville 
SY GED I 6.060.0-0 000650050060000000008 Everett 
Gottfeld’s 

Cc. H. Olberg 
Morales Shoe Co 


Port Townsend 

Raymond 
WreGertelks & Malsem. ...ccccccccccsccccccccccc Mee 
Allen’s Arch Preserver Shoe Shop Tacoma 
Dh CE PR Ch6cheteedeseseeseeers econs Walla Walla 
Cc. Wenatchee 
Kohls Shoe Co Yakima 
fn ee Spokane 


WYOMING 


er ee eee Casper 
Royer & DeHart Laramie 





QO, Inc., Rockland, Mass. 
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C. P. FORD & CO. 
ROCHESTER, N. Y. 





If you are a merchant—and not just a store keeper—you will 
appreciate the profit possibilities of ARCHETYPE SHOES. 

First, a shoe that meets the requirements of Women who de- 
mand Style, but with feet difficult to Fit. 

ARCHETYPE shoes are bringing added profits to hundreds 
of merchants. You will like them for they make repeat cus- 
tomers. 

Investigate! 


C. P. FORD & CO., Ine. 
Rochester, N. Y. 


DETROIT: Hotel Tuller, Mr. Ray Wegman 
CHICAGO: 1815 Republic Bldg., Mr. Ray McCarthy 
NEW YORK: Marbridge Bidg., Mr. Jack Galway 
































THE = 
—_ BENJAMIN 
= FRANKLIN 


PHILADELPHIA 
Chestnut at Ninth Street 


al 





Unquestionably the ideal hotel in 
Philadelphia. Attentive service, enjoy- 
able environment, traditional hospitality 
and above all, maximum comfort, 


° Students in famous IUinois clinic 


STUDY.CHIROPODY 


Many of the world’s leading Chiropodists are former shoe people 
who have followed up their valuable experience at the fitting stool 
with a course ir. Chiropody. Today they are earning from $5,000 
to $15,000 a year. 

The opportunities for Chiropodists are unlimited. In the United 
States there are about 162,000 physicians, about 82,000 dentists, 
but only 5,000 Chiropodists! A virgin field! 

Course only 2 years at best known College of Chiropody in 
America equips you for practice. 16th year. You are ready to enter 
with four years high school or equivalent. Largest foot clinic in 
world — over 16,000 foot cases handled annually, large faculty 
physicians, surgeons, chiropodists. Write for catalog. No obligation. 


——---—MAIL THIS COUPON TODAY —~--—— 


ILLINOIS COLLEGE OF CHIROPODY AND FOOT SURGERY 
1327 N. Clark St., Chicago, Illinois 


Gentlemen: Please send me, postage prepaid, latest catalog and complete 
information relative to Chiropody and your school. 


Name 
Street and Number 
City 


Twelve bundred rooms, each with bath 
Rates commence at $4.00 


HORACE LELAND WIGGINS, Managing Direttor 


nora 
ll 
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THE Number 1600 eyelet, with its 
moulded black and white cellu- 
loid face, is startling in its smart- 
ness . . . its smap expresses the 
tempo of the modern sports shoe 
... Visible Eyelets are one of the 
marked characteristics by which the 
wearer quickly judges the quality 
and workmanship of the shoe. 
The clinching surface of the neu 
roll-back, invincible eyelet is as 
smooth as its lustrous celluloid 


fast-color face. Write for further 
particulars 


wWBER 16 
e bo) 














ORR BNE TSMLTT TAT 


EYELETS 











SUMMER FOOTWEAR 


“The flexibility and lightness of 
Celastic assure that perfect toe com- 
fort so essential during the summer 
months. It is not affected by heat 
or moisture and preserves the origi- 
nal appearance intended by the de- 
signer. Celastic—the Quality Box 
Toe is now used in all types and 
grades of footwear. 


; United Shoe Machinery Corporation q j 


BOSTON, MASSACHUSETTS 


THE QUALITY 
BOX TOE 


iii ORS a 


ly Rama i aan eee rey 








m4 ff 





Shoe More Service Section - 








Devoted to 
DISPLAY, EQUIPMENT AND SUPPLIES 
for the Retail Shoe Store 





Plan Wisely Time spent in planning and preparation 
for Your August Sale pays double dividends in profits 


August 1-9 


Now the summer stocks must be cleared out quickly, and in most instances it will 
be necessary to resort to sales. To give maximum pulling power to a sale and 
simplify the handling of merchandise, it is well to sort the shoes into the smallest 
possible number of price groups. 

The chief element of sales resistance on the part of potential customers is the 
idea that they can’t get the sort of shoes they want at a bargain price. And one 
difficulty confronting the merchant is to have customers served quickly and without 
confusion when others are waiting. There are ways by which both may be over- 
come. 

One method is to show inside the store a sample of every shoe on sale. It is well 
to advertise that you are doing this. Attach to each sample a slip showing the 
sizes available. This will speed the selection of shoes, may induce the purchase 
of an extra pair or two and the sales person will usually have only one trip to the 
stock shelves for each pair sold. 


August 11-16 


Continue your sale this week. Give the ads a “newsy” flavor by bringing out 
new facts of interest about some of the items involved in it. Offer a credit of 
75c. or $1 on three pairs of hose with every purchase of shoes. 

If there’s any hint of autumn in the weather, some fall styles might be shown 
now. Otherwise it is well to devote all display space to close-outs. 

Plan ahead on some advertising and display features for rubber footwear. Be 
ready to cash in on the first wet spell. 


August 18-23 


School opening is two weeks off. School shoes should have a “flash” this week. 
Whether fall styles should be featured all across the front depends on local con- 
ditions. If this is done, school shoes should have a small window, an island show 
case or a sizeable unit display. If fall fashions are not being featured, children’s 
shoes are entitled to one of the main windows. Featuring them now will help 
all departments. 


August 25-30 


Whatever be the weather, the windows and ads this week must point ahead into 
the fall season, for after Labor Day fall is “officially” here. 

School shoes should carry over for a share of the display. 

Sport shoes also should be given some showing, as many people would like new 
ones for over the holiday and their use extends over into the cold weather, thus 
justifying their purchase now. 
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| have been planning for some 


time to remodel my store but | wonder if | 

should invest the money right now. | do 

think the business is here, all right, for the ioe ; 

store that goes after it. What do you think | ¥4 HS, mata * [ea Y  Bcales 
should do?” ime ’ care 


shown a consistent gain. (Mail coupon for con 


6 . * ; 
our booklet, “Evidence.”) man 


; fully 
Bankers everywhere have had many such The Grand Rapids Store Equipment Cor- eile 
questions asked them during the past few poration provides lines of store fixtures to 
months. meet the requirements of any store—new or 


Almost invariably the answer has been, old, large or small. A convenient deferred 
“Get your store in shape. Clean out the payment plan of purchase permits payment 
deadwood. Cut out unnecessary overhead. out of income, over a long period. 


Put in modern, attractive equipment. You will If you are interested — and you should be 


never regret it.” —simply attach the coupon to your letterhead abro 


In the past six months we have received and mail. No obligation. lise 


esse’ 


letters from a great many mer- 
chants whose stores we have | _— 
modernized, stating that in G Ke A N D R A 7 D S 
spite of locally poor business ing 
conditions, their sales have S T O R = : Q U | P M E N T 


GRAND RAPIDS STORE EQUIPMENT CORPORATION, Grand Rapids, Michigan 





GRAND RAPIDS STORE We are interested. Please send further information and a copy of your booklet, 
EQUIPMENT CORPORATION 


Executive Offices: Grand Rapids, Michigan. 

Branch offices and representatives in every 

territory. Factories: Grand Rapids, Portland, 
Ore., Baltimore, New York City 


“Evidence.” 

















store planners, designers and manufacturers of fine store equipment 
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Michigan 


booklet, 





Don’t Care Who 


Borrows ’Em 


And Enterprising Shoe Men 
Read Business Publications 


for the Ideas They Contain 


The display idea reproduced above had its inspir- 
ation in the illustration shown at the right which 


accompanied one of the Murray French articles 


in Boot and Shoe Recorder 


Dust as the progressive 


salesman who takes out a line of merchandise makes a 


careful study of the effective presentation of it—the 


combined oral and visual presentation—so the display 
man is studying his presentation ; and all the more care- 
fully because the oral element is left out of his presen- 
tation 

So great emphasis now is laid on the importance of 
humanizing and modernizing window presentations of 
goods to the furthest extent possible. 

Many new display fixtures designed with these ends 
in view were exhibited at the recent convention of the 
International Association of Display Men held at the 
Sherman House, Chicago. Display men from all sec- 
tions of the United States and Canada, and some from 
abroad, buckled down to the serious business of study- 
ing and devising new methods of presenting merchan- 
dise to get not only more eye appeal but more selling 
essence into window displays. Much favorable com- 
ment was won by types of fixtures of which those illus- 
trated are typical. 

Display pieces that in a new way draw attention to a 
single pair of shoes in a window are objects of interest. 
The display plaque shown at the top of this page shows 
a clever way of doing this. 

The other two pieces shown are representative of the 
most favored types of fixture for showing several pairs. 

Hundreds of millions of dollars are spent every year 
for the sole purpose of attracting the attention of the 
public. Extensive research has proved that the outstand- 
ingly powerful factors in the winning of attention are: 
Light, color, motion and sound. 

Much has been said in these columns of the effective 
use of light and color in display windows. And of late 
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MURRAY C. FRENCH Cag e 
o Que eS 


Sabai, 


fa y 
I—I believe 1 see what 
but gee whiz, I can't tell them not to cc 
=* °~ buy shoe 


years much has been accomplished by merchants in the 


use of these. But the other big attention factors—motion 


and sound—have not been given the attention they 
deserve. Motion is available in a number of different 


forms suitable for shoe windows. Perhaps the most 


effective of all forms in which motion has been used in 
windows is that of whimsical characters such as clowns, 
animals, etc. These have proved big attractions when 


used in large department store windows. 


BB ccontly, however, 


little window tappers, babies, animals and other human- 


appeal characters have been produced in sizes practical 
for this purpose and can be rented or purchased at costs 
in line with what a shoe merchant is justified in spend- 
ing. Some of these make quite a number of moves and 
are synchronized with a book the pages of which turn. 

3esides these there are various turn tables, scene-in- 
action devices and revolving ornaments of colored crystal. 
There are any number of devices that combine motion 
with color: and some with sound. The shoe man need 
no longer feel that the attention compelling force of 
motion is denied to him. 

A striking display employing motion which was ob- 
served recently by the writer in one of the windows of an 
orthopedic shoe store in Brooklyn had as its chief fea- 
ture a skeleton model representing the bones of the 
human foot and by a clever mechanical device the foot 
was caused to move as in the action of walking. 




















Sooner or later 





REAL SELLING PUNCH) 
—BECAUSE IT’S ONLI-WA 





This Circle Unit of Maple and 
Walnut provides just the moderne ~~ > 2 
touch necessary for up-to-date 


windows. 

More display capacity, simple in New 32-page Catalog 
design and much more effective: No. 17 
Investigate’ Ready! Write today! 


THE ONLI-WA FIXTURE CO. 











every merchant 

must realize that 

an up-to-date store 

front is essential | 

to the successful 4 

‘operation. of his 

business . ee 

if 
Kewsa ner eae ‘| 

——— 


Manufacturers of The Kawneer Co., 2813 Front St., Niles, Mich. 
BRONZE 


Send FREE Book, ‘;Modern Store Fronts for 
STORE FRONTS, Better Display.” 
(WINDOWS, DOORS 





— 


Name 





+. 
Subsidiary 
Berkeley, Calif, City 























St. Paul Ave., Dept. B. S., Dayton, Ohio 


Display Center: 1440 Broadway, New York, N. Y. 
Members of National Display Equipmerit Assn. 

































KROMIROR: Ne. 7300 DESIGN 
A DESIGN OF UNUSUAL MERIT AND 
CHARACTER. SPARKLING WITH 


BEAUTY—TYPICAL MODERN 730 
LINE INTERPRETS THE UNUSUAL. 
IT HAS A BASE OF PLATE GLASS. 
IT HAS AN UPRIGHT OF CHROME 
NICKEL WITH FROSTED GLASS 
SIDE SUPPORTS. PEDESTAL AND 
PLATEAU TOPS ARE IN EBONY 
BLACK FINISH WITH CHROME 
NICKEL EDGING. 

Attractive Display of Merchandise a Design 
o i -_" be Sure te Produce Favorable 


| HUGH LYONS 4 CO.” 




















LANSING, MICHIGAN 

Sales Offices: New York, Rogers Peet yo ee as Fifth A 
Chieago, 1311 Mer. Mart; . 52 — St. 

Member Natl Display Equip. ae 
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? here are various groups 


of independently owned shoe stores throughout the 
country that cooperate in the buying of certain kinds of 
merchandise. Need this cooperation necessarily be con- 
fined to purchasing shoes and accessories to be resold to 
the customer? Could not these stores also cooperate to 
excellent advantage in the buying of window decorations, 
trims and fixtures, to be rotated among the various 
stores of the group, thereby making it possible for each 
store to have more frequent changes in its window dis- 
plays and to present better windows than would other- 
wise be possible ? 

The fact that chain stores have for some time made 
a practice of rotating window trims from one unit to 
another prompts these questions. At present the chain 
stores have a real advantage in this regard, that they can 
rotate their window displays and present an entirely new 
trim that is well and effectively carried out at frequent 





nen intervals. Few individual stores could afford the ex- 
— pense of such frequent and costly changes. By coopera- 

tion, however, the independents could work along lines 
it. much similar to those of the chains. 








The question of who is to organize the proposition 





» 1930 
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Dispays like the above are routed through twenty-two units of Buck’s Booteries, giving each a fre- 
< quent change of window setting. Cannot groups of enterprising independent merchants organize 
to do likewise? 


Why Not Cooperate on Window 
Displays? 


. More and Better Trims Made Possible Through Rotation System 
as Practiced by Chain Stores 


probably presents the main difficulty. With the inde- 
pendent shoe merchants of most localities organized into 
state or territorial associations, however, it should not 
be insurmountable. Where there are already buying 
groups of retailers, the same group could organize and 
put into operation cooperative window displays. 

Economy, efficiency and uniformity in window trims 
for the twenty-two Buck’s Booteries in Nebraska and 
neighboring States was attained through the decorative 
materials, including flowers, vases, fabrics, etc., together 
with photos of window set-ups, showing the complete 
plan for the trim and the proper handling of the decora- 
tions. 

A complete set of display stands, tables, etc., is kept 
there in the studio, where the model trims are made in 
dummy windows similar to those in the booteries, about 
3 x 12 feet. One advantage of making the model trim 
in a decorative studio is that it permits the trying out of 
various elements in a color scheme. Each set of display 
materials was packed very carefully in specially prepared 
wooden cases. A photo of each window was inclosed, 
together with detailed instructions as to how to proceed 
with the installation. 



































W£5UITE shoes are the finishing 
touch to a light and dainty sum- 
mer costume . . . In the same way 
Repco Heel and Edge Enamel is 
the finishing touch to white shoes 
and is just as essential to the shoes 


as the shoes are to the costume. 


The daintiest white shoe of finest 
leather or fabric is shabby unless the 
heel and edges are spotlessly white. 
Well dressed women will not wear 
shabby shoes. For over ten years 
Repco Heel and Edge Enamel has 
been the accepted standard for giv- 


_ ing shoes the finishing touch. 














For Sale by Shoe Findings Dealers 


E MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





- UNITED SHO 





It is a smooth liquid enamel which is easily applied to heels and edges. It contains neither 
_ varnish nor shellac, nor is it gummy or streaky. It is made in all popular colors: white, 

ivory, champagne, light gray, etc., and is made in two forms, both Regular and Waterproof. 
o) The Regular is more popular and easier to handle. 
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3 Important Essentials 








zarer 














7 
hoes For Successful Shoe Store Operation | _ 
hoes : a 
. | Now Given You In | | 
we +. ° ° 
_ American Interlocking Shoe Store Chairs 
| | 
nest More and Better Trade—Customer Confi- building beauty, comfort and utility into ee 
| | dence—GreaterProfit—AmericanInter- shoe store chairs. Our engineering and | 
the locking Shoe Store Chairs contributethese drafting departments are at your disposal. het 
‘ 3 major essentials to build up your shoe Write us, furnishing dimensions of your = 
ute. | store business. Your store takes on an air store and general layout. We will submit to | 
ee | of distinction when“ American” equipped. you, without obligation, a seating plan that cee.” | 
Is made attractive—inviting to more and__ will give you greater seating capacity and 
ears | better trade. For ‘“‘American” Chairs add greatly to the decorative effect. | 
ft | provide that atmosphere of refine- 
has | ment which discriminating shop- wa Free 32-Page Book 
4 ; | pers seek. Build that customer { rer Sil | A free copy of this helpful and | | 
- | 98 confidence so necessary to repeat \ practical book, “New Styles in id 
Hee | business. Reflect sound manage- Shop Seating,” will be mailed to | 








interested shoe store owners and 


n't 


—— gestions for modern shops. Shows 


ment and better values. The result 
| 
| 
New Strles in Shop the way to better trade and pres- 


will be a bigger profit that makes 
possible successful shoe store 
operation. 

For fifteen years we have been 


\\ managers. 32 pages of seating sug- 


a. ' 
inti 


Seating’’ shows many " : 
tige. Write for a copy, today. 


attractive styles and 
arrangements 


4 American Seating (6mpany 
8. a mene | | 











} 
| 
} 
| 
| 
| 
f Paéladelphia: Rm. 705, 1211 Chestmut St Besten: Rm. 304, 68 Canal St. 


> aN \ LAYS Se Br ea <I ZG 












: Greater Seating Capacity 


Greater Comfort Greater Beauty 











Greater Durability Greater Economy in Cost 


é 
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Retailers at the Boston Show 
Bought Freely But Wanted 
The Best Values The Market 
Could Offer So They 


Specified .. . 
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The smart dealer knows that money saved by using dng 
genuine KAFSTED Quarter Linings can be used in bake 
. : R oug 
creating better values in the shoes he buys, but he Rep 
° . ° center 

was taking no chances so advised his manufacturer 


to use the original and genuine KAFSTED. Esta 
if i r lini ial Kal 
Specify this quarte ning material on your next BOSTON OFFICE: ni ee 
order. 95 SOUTH STREET Anotny 
ease 

in a 

will b 

erecte 


STEDFAST (7 ...\\ RUBBER CO. | = 


tend 
MATTAPAN &\ i BOSTON, MASS. YT 
of th 








No. 2 Plant at NORTH EASTON, MASS. Boston Office: 95 SOUTH STREET 


Boot 
combi 
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NATIONAL NEWS 


SATURDAY, JULY 26, 1930 


EVERY WEEK 
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Shoe Industry Shows Improvement 


Increased Activity in Factories as Buyers Place Orders for 
Fall—Retail Clearance Sales Generally Successful 


New YorK—Definite improvement | 
inthe shoe trade situation, both retail 
and manufacturing, is reflected in re- 
ports received during the past week 
from correspondents in many cities. 

These reports indicate that clear- 
ance sales of shoes have brought forth 
a very gratifying response and that 
July business up to this time has been 
satisfactory in most localities; that the 
sport shoe business, particularly in 
men’s footwear, has proved a great 
stimulus to retail trade during the 
summer, and that many retailers are 
now placing orders for fall shoes with 
the expectation of a particularly nor- 
mal volume of business. 

One thing appears certain, namely, 
that there is no over-accumulation of 
retail inventories. On the other hand 
many merchants declare that retail 
stocks of shoes which will be salable 
for fall are unusually light, except on 
certain kinds of footwear where spe- 
cial conditions prevail. For example, 
the big run on men’s sport shoes has 
to some extent cut into the tan shoe 
volume, so that a good many tan shoes 
on the dealers’ shelves will be carried 
over into fall with a correspondingly 
higher percentage of black shoes to be 
bought for the coming season. 

Reports from shoe manufacturing 
centers indicate that a large number 





Establish Women’s Shoe Shop 


Kansas City, Mo. (UTPS) —N. 
Koler and Jake Levine will establish 
a women’s shoe store under a five-year 
lease with the S. S. Kresge Company, 
in a 10-foot shop, 70 feet deep, that 
will be a part of the building now being 
erected by the Kresge company. 

A non-fireproof building without a 
basement previously stood on the site. 
This was razed to make way for the 
new structure that will have a base- 
ment under the entire area and will ex- 
tend to the rear of the lot, which is 
150 feet deep. 

The shoe shop will be a part of the 
new structure and will command $150 
a month rent for two years and $175 a | 
month for the remaining three years | 
of the five-year lease. | 
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of buyers have been in the markets 
within the past fortnight placing 
orders for fall merchandise. Many 
factories which have closed down for 
inventory and summer vacation periods 
have resumed operations on schedules 
calling for increased production. The 
fact that retailers have postponed buy- 
ing of fall shoes until later than usual 
this season, which is borne out by the 
abnormally low production of recent 
months, will undoubtedly necessitate 
an unusually active production period 
in 1 factories from this time for- 
ward. 





Darker Tans and Blacks 
for Fall 


Kansas City, Mo. (UTPS)— 
Indications are that men’s shoes 
for fall will take on a little dark- 
er tone than those they have 
been wearing for spring and 
summer and in this change of 
the season darker tans and black 
will have about an equal show- 
ing, according to A. W. Holdren, 
manager of the Edwin Clapp 
Stores, Inc. 

Tans slipped somewhat in pop- 
ular favor this summer, Mr. 
Holdren remarked and their place 
was taken to a great extent by 
sports shoes, black and white 
combinations being decidedly 
favored. This summer has been 
unusually good for sports shoes 
and they are still selling better 
than any other style. 

The coming season will wit- 
ness a return of brogues and 
wing tips. Mr. Holdren says, the 
tendency being to narrow toes 
and more of the custom style 
Kangaroo and tropical weight 
calf are expected to be very big 
sellers, with English styles pre- 
dominating. 

Mr. Holdren added that special 
Archway shoes in kangaroo and 
calf have had a particularly good 
run this season. 














Wisconsin Shoe 
Men Plan for 
Busy Meeting 


WAUSAU, Wis.—The program for 
the eleventh annual convention of the 
Wisconsin Shoe Retailers Association, 
to be held at Wausau, July 28-29-30, 
has been officially announced as 
follows: . 

Sunday, July 27th 
6:00 p. m. Dinner and meeting of 
officers and directors of Wisconsin 
Shoe Retailers’ Association. 


Monday, July 28th 
9:00-12:00 a. m. Registration 
—Convention Headquarters — Ho- 
tel Wausau. 

12:15 p. m. Luncheon 

1:15 p. m. Opening of convention. 
Message of president, B. J. Friedl, 
Wausau. 

1:30 p. m. Address of welcome, Hon. 
Otto Muenchow, Mayor of Wau- 
sau. 

1:45 p.m. Report of  secretary- 
treasurer J. B. Langenberg, Ap- 
pleton. 

2:00 p. m. Address: ‘“Co-Relation- 
ship of Men’s and Women’s Wear 
to Footwear,” Earl Logan. Ad- 
dress: “Relationship of Banker,” 
C. E. Parker. 

2:30 p. m. Appointment of Com- 
mittees. Question box, round table 
discussion. Announcements. 

Monday night program sponsored by 

salesmen. 


Tuesday, July 29th 

9:00 a. m. Registration. 

:00 a. m. Trip through Marathon 
and Wausau shoe plants. 
:15 p. m. Luncheon. 

:15 p. m. Address: “Better Busi- 
ness,” Levi Bancroft. 
:45 p.m. Business 
Question box and 

discussion. 

2:30 p. m. Motion’ picture, “The 
Story of Leather.” Address: 
“Leather and the Tariff,” Dan 
Hickey, of American Leather Pro- 
ducers, Inc. Announcements. 

:00 p. m. Auto trip to the Dells of 
the Eau Claire. 
:00 p. m. Buffet dinner, entertain- 
ment, dancing. 
[TURN TO PAGE 78, PLEASE] 
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Al Epstein With Jefferson 
Shoe Mfg. Co. 


| 

NEWTON, | 

N. J.—Al A. | 

Epstein, for- | 

merly_ con- | 
nected with 
the Jefferson 
Shoe Mfg. Co., 
is again asso- 
ciated with 
the company 
as general 
sales manager. 
Mr. Epstein 
will have com- 
plete charge 
of the sales 


r 


Al A. Epstein 


policy of the company. 

The Jefferson Shoe Mfg. Co. has 
been manufacturing shoes at Newton 
for the past year, and occupies the 
building formerly owned by the Mer- 
riam Shoe Co. The plant at Newton 





has a capacity of 15,000 pairs of 
children’s stitchdowns per day. 


| tion stage. 


EFF LARSON 

recently with 
the Bob Smart 
Shoe Co. and for- 
merly with the F. 
M. Smith Shoe 
Co. and the A. H. 
Weinbrenner Co. 
of Milwaukee, has 
joined the ranks 
of salesmen repre- 
senting the J. R. 
Burns Shoe Co. of 
Endicott, N. Y. He 
will work both the 
factory make-up 
and the in-stock line with the larger 
operators in the states of Minnestota, 
Wisconsin, Iowa and the two Dakotas, 
and will be under the direct super- 
vision of C. M. Mense, the sales man- 
ager. Mr. Larson, though a young 
man, has a thorough knowledge of the 
general retail problems of the North- 
west territory, having spent the last 
10 years in the Northwest as a direct 
factory representative of the above 
firms and having also operated his 
own retail shoe department. 


Jeff Larson 


W. WALSH, well known among 
« the shoe travelers and buyers of 
New York and Pennsylvania has joined 
the sales force of the Harsh & Chap- 
line Shoe Co., Milwaukee, and is to act 
as their representative in Pennsylvania 
and New York, selling the specialized 
lines of Lion Brand shoes and Utley 
Style-Plus shoes. Mr. Walsh was for- 
merly connected with the Selz Organi- 
zation of Chicago for 19 years. 


OSEPH H. MOODY, representing 
C. S. Gibbon Co., Inc., of Philadel- 
vhia, is covering the trade in eastern 
Pennsylvania and southern New Jer- 


| more feminine, 





sey. He reports a very good reception 
for the Insured Arch and other lines 
of women’s shoes of their manufacture. 
He states that business generally is 
quite satisfactory. 
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Fall Fashions to Be More Definite 


Uncertainty Due to Transition from Flapper Styles Has Passed, 


Declares Amos Parrish in Opening Clinic 


_ NEw York—“Don’t expect any fash- 
ion revolutions this fall. There won’t 
be any. Women are interested in the 
evolution of the present fashions, not 
in starting any fashion revolutions,” 
so declared Amos Parrish, fashion ex- 
pert, addressing the owners and execu- 
tives of 127 department stores and spe- 


cialty shops at the opening session of | 


his semi-annual Fashion Merchandis- 
ing Clinic on Monday. 

“Fashion has pretty well decided 
where she is going and where she 
wants to be. Last year she wasn’t 
sure. This year she is. She knows ex- 
actly what she wants to do about hem- 
lines, skirt lengths, waistlines and 
other fashion details. 

“Last year fashion was in a transi- 
Fashions were changing 
from the boyish, flapper type to the 
more individual cos- 
tume. But there were still many of 
the old boyish, flapperish features that 
had not disappeared. Some of the 
clothes looked like a little girl’s party 
dress, all fixed up with lots of laces, 
frills and ruffles. 

“Last year  hemlines and _ skirt 
lengths did not know where to go or 
what to do. Some hemlines were long- 
er on one side or longer in_ back. 
Others had a jagged and ragged 
appearance. 

“Dress lengths then were all lengths 
from above the knee to the ankle. Lots 
of dresses did not know whether they 
were daytime dresses, afternoon dresses 
or evening dresses. 

“In this same transition period 
waistlines were sometimes below nor- 
mal, at normal and above normal. And 
they often got in the wrong place on 
the wrong dress,” Mr. Parrish ex- 
plained. 

“Last year fashion wanted to be in- 
dividual but she didn’t quite know how 
to get that way. Now she knows how. 
And she likes being individual. So she 
doesn’t need to worry any longer. 


“Our fashion analysis proves tha‘ 





Good Salesmanship Keeps 
Up Volume 


Louisville—Thomas Gordon has 
been transferred from the Ostro 
Shoe Company of Birmingham. 
Ala., to the shoe department of 
Herman Straus & Sons. Mr. Gor- 
don reports a very good business, 
especially in Deaville sandals. 

Sales have been constantly in- 
creasing, Mr. Gordon thinks, due 
to stress laid on good salesman- 
ship. Semi-weekly meetings are 
held in the department, when ev- 
ery one is free to discuss meth- 
ods, and even to criticize and 
make suggestions to the manager 
if it is for the good of the de- 
partment. Every salesman who 
is successful in selling two pairs 
of shoes is given a bonus of 
twenty-five cents on the extra 
pair. 





| the 








fashions for fall will be individ- 
ual in moderation. Women will still 
wear the bolero and some of the Gib- 
son Girl shirt-waist costumes, the Vic- 
torian jacket and the Empress Jose- 
phine dress but they will be modified 
and adapted to fit in with the im- 
portant fashion themes for fall. 

“In other words, she won’t look like 
| the Gibson Girl or the Spanish bull- 
fighter with his bolero, or Empress 
Josephine or Queen Victoria even 
though she uses these fashion ideas. 
She will look like the modern well 
dressed 1930 woman of fashion should 
look.” 

The program of the four-day Fash- 
ion Merchandising Clinic included an 
outline of the important fashion trends 
for fall and winter, a pre-view of the 
leading fashions in cloth and fur coats, 
dresses, millinery, shoes, hosiery, hand- 
bags, gloves and jewelry and recom- 
mendations to stores for the buying 
and selling of fashion goods. 

Methods of merchandising apparel 
and accessories, of gathering and re- 
porting fashion information, recom- 
mendations for advertising and dis- 
playing fashion goods, for coordinat- 
ing and ensembling fashion merchan- 
dise were presented by Amos Parrish 
and members of his fashion organiza- 
tion. Special sessions were held for 
merchandise and sales promotion man- 
agers of stores, for fashionists, per- 
sonnel directors and for sales and ad- 
vertising managers. 

Among the leading stores 
groups of stores represented in 
Amos Parrish Fashion Clinic 
Marshall Field & Co., Chicago; 
liam Filene’s Sons Co., Boston; 
and Kent, Buffalo; Strawbridge and 
Clothier, Philadelnhia: The Namm 
Store, Brooklvn; The J. L. Hudson Co., 
Detroit: McCurdy & Co., Rochester; 
James McCutcheon & Co., New York; 
Davison Paxon Co., Atlanta; Elder 
and Johnson Co., Dayton: The Em- 
porium, St. Paul: Hale Bros. Stores, 
San Francisco; R. H. Stearns Co., 
Boston; The Dayton Co., Minneapolis; 
Carson Pirie Scott, Chicago; Conrad 
& Co., Boston; Frederick Loeser & Co., 
trooklyn; The Robert Simpson Co., 
Montreal; Sage-Allen & Co., Hartford. 


and 
the 
are: 
Wil- 
Flint 


Kansas City Retailers Elect 
New Officers 


KANSAS City, Mo. (UTPS)—At a 
recent meeting of the Kansas City 
Shoe Retailers Association the follow- 
ing officers were elected for the year: 
“Spike” Arnold, Bostonian Shoe Store, 
president; L. J. Bodungen, Walk-Over 
Boot Shop, vice-president; Arthur 
| Glucksman, of I. Miller, second vice- 
president, and H. C. Vollrath, Jr., John 
Taylor Dry Goods Company’s shoe de- 
partment, secretary-treasurer. The di- 
rectors are: Addison Cox, W. FE. Col- 
lins, E. V. Becker, H. A. Dixon, Arthur 
Martin and I. E. Cox. Dinner meetings 
are held once a month. 


| 


































STOP! LOOK! LISTEN! 








VOLUME BUYERS—AND WHOLESALERS: 













DON’T WAIT! BUY A DOZEN OR TEN THOUSAND DOZENS! rR 


In Stock! ELAMWAYS and ELAM-STITCHSTEPS In Stock! in all: 


Sixteen Handsome New Styles in High and Low Shoes 


ELAMWAY 


Qme() 


Trade Mark 


NO TACKS 
NO NAILS 
NO STITCHES B405—Patent Side Buckle, One 


Strap, Lizard Trim, Elamway. 


FLEXIBLE B406—Champagne. consi 
B205—Patent, Lite Smoked Elk Top, CEMENTED a that | | 


Elam-Stitchstep. ~ 
IN STOCK SOLES IN STOCK tailore 





ORDER THESE SHOES—SHIPPED THE DAY ORDER COMES fabric: 


Send for Samples! 








The Obsolete Process The Perfected Elamway 
Lasted on 
the MECO 
LASTING 

MACHINE! 


(Patented) 





Write for 


ils, ,» stitches; soles th sales 
Ne AEP Cane: GG eee eee FOLDER. Delightful, easy soles that CAN’T come sales ¢ 


off. No tacks, pegs or nails. crease 


come off. Everything to make sore soles. 











F. S. ELAM SHOE CO., Inc. ie 


ROCHESTER, N. Y. the 


Factory A Factoy B Dowas 
Fred S. Elam, Mgr. Byron M. Elam, Mgr. S with ; 
| =6follow 








motor! 





ployee 
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Marked Trend Toward Suede 
for Fall 


BrRoOKLYN.—From the orders being 

jaced for fall a marked trend toward 
black suede and brown suede is ‘being 
noted in Brooklyn factories, especially 
those factories making style shoes. 
While fall orders usually find suede 
quite popular, it seems to be somewhat 
stronger than ever this year. 

The strong position of this leather 
js more readily seen when it is stated 
that 17 out of 21 models shown at the 
recent Boston Shoe Fair were developed 
in all-suedes, or used combinations of 
suede and pin seal or other leathers. 

While retailers are carrying over 
some stocks of suede shoes on their 
shelves, the majority of them feel that 
this type is exceptionally good, and will 
move well in the early fall. 

Bronze kid appears rather definitely 
as a high style leader, and is being 
shown in both high-grade and popu- 
larly priced lines. Reptile leathers, 
both watersnake and lizard, are well 
represented in most lines, and undoubt- 
edly will receive a good share of atten- 
tion as the season progresses. 

Black continues to be outstanding, 
with very dark shades of brown, wine 
or green attracting a whole lot of at- 
tention. These shades are so dark as 
to appear almost black from a little 
distance. 

Daiman displays these shades, and 
believes that in suede they will reach 
considerable volume. This house finds 
that low-cut one-eyelet oxfords register 
very strongly, with dress oxfords and 
tailored pumps good. . 

For evening wear, Delman favors 
brocades and paisley brocades, as these 
fabrics are expected to be used in eve- 
ning gowns extensively. 


Melville Shoe Sales Gain 
29 Per Cent 


New YorkK.—The sales of the Mel- 
ville Shoe Corporation for the month 
of June amounted to $3,247,827 against 
$2,516,076 reported for June a year 
ago, an increase of over 29 per cent. 

For the 6 months’ period, Melville 
sales totalled $14,498,597, an increase 
of 14.95 per cent over sales of $12,612,- 
891 for last year. Sales of the Traveler 
organization are included in the above 
for April, May and June, and amounted 
to $1,693,059. Without including these 
Traveler figures, the Melville Corp. 
shows an increase of 1.53 per cent over 
the corresponding period in 1929. 

The G. R. Kinney Company reports 
sales for June of $1,673,558, as against 
sales of $2,037,148 in June, 1929, a de- 
crease of $363,590, or 17.8 per cent. 
For the 6 months’ period sales were 
$8,813,225 compared with $9,561,074 
last year, a loss of $747,849 or 7.8 per 
cent. 


Berland Holds Annual Outing 


SoutH BEenp, IND.—Employees of 
the Berland Shoe Store spent their 
annual outing at Indian Lake near 


Dowagiac, Mich. C. Morgan, the 
local manager, started off the picnic 
with a round of golf in the morning 
followed with swimming, picnicking, 
motorboating and dancing. All em- 





ployees and their families attended. 
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Chicago Public 
Responds Well 
to Shoe Sales 


CuHicaco (UTPS) — A more opti- 
mistic tone among local wholesale and 
retail shoe merchants, following a fa- 
vorable period of trade and an im- 
proved outlook for the future, was 
prevalent here last week. Steady buy- 
ing from both retail and wholesale 
houses indicated that the consuming 
public has abandoned, to a certain de- 
gree, its policy of delaying necessary 
purchases in the hope of securing lower 
prices. 

Department store shoe sections and 
individual merchants are economizing 
and reducing their stocks with exten- 
sive sales programs. 

Due probably to the abnormally cool 
weather of last week which Chicago 
was fortunate enough to have, whites 
suffered considerable falling off in de- 
mand while black linen consumption 
rapidly increased. Beige and brown 
are quite popular now and patent main- 
tains its steady climb back into the 
spotlight of fashion. O’Connor & Gold- 
berg are featuring a new shade, 
“Bourbon Brown,” a deep brown color 
that is proving a good seller to men, 
according to their buyer. 

Berland’s displays a new spectator 
two eyelet tie of white kid which is 
rather unique. Across the vamp just 
below the throat is the design of a 
chain. The links are of white kid 
overlay, and for contrast the oval 
space inside the links is composed of 
watersnake underlay, making it a most 
attractive model. 

Wolock & Bauer are pulling business 
off the street by displaying a beautiful 


pump made of Italian linen with a | 
woven design of varied shades which | 


creates a likeness to bunches of grapes. 
Across the throat is a_ triangular 
shaped flap, also of linen, buttoning 
with a single button on the side. An 
odd feature of this shoe is that the in- 
side quarter and shank are composed 
of mottled kid which imparts a snappy 
appearance. Edging is of dark brown 
kid. They report it is a heavy seller. 

As results of semi-annual inventories 
are more fully disclosed, an _ en- 
couraging point is found in the rela- 
tively moderate stocks of shoes which 
is regarded as foreshadowing an ulti- 
mate resumption of buying. 


California Convention Brings 
Results 


SAN FRANCISCO, CAL. (UTPS)—San 
Francisco shoe men returned from the 
12th Annual Convention of the Cali- 
fornia Shoe Retailers Convention, held 
at Hotel Del Coronado, Coronado Beach, 
Cal., fully determined to put in prac- 
tice the two most important resolutions 
of the convention, viz., to whole- 
heartedly support the advertising cam- 
paign for men’s shoes, and to endeavor 
to curb the fast-growing abuse of the 
privilege of returning shoes after using 
them at social functions while osten- 
sibly considering them “on approval.” 

That the men’s advertising campaign 
is accomplishing results is evidenced 
bythe fact that while a few coast shoe 
stores announce the dropping of men’s 
lines, others report encouraging in- 
crease in sales. 
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Construction 


Features sell men’s 
shoes .... 


A man is mechanical-minded and 
knows good construction when he 
sees it. That's why Musebeck 
dealers are building substantial 
sales volume with this line. 


Copyrighted 


Patents Pending 


THE LONGITUDINAL ARCH 


(A) A thick insole with wedged heel seat 
supporting the oscalsis bone and center grav 
ity of the body weight 

(B) A special, wide, strong, guaranteed 
Arch Support shank, wedge shape at heel, 
supports the inner and outer Longitudinal 
Arch. 


POLICE 
SHOE— 


ORTHOPEDIC 
LAST 


777-DS—Blk. Evans Heavy Kid 4 
666-DS—BIk. Rueping’s Heavy Calf.... 
10-DS—BIk. Clif. Stormwelt .. 4 
11-DS—BIk.-Clf.-S-Welt-Long Ctr 
SINGLE SOLE, ORTHOPEDIC LAST 
70—Blk. Evans Ruby Kid...... 
S70—Blk. Kid. Arch-Support Insole.... 
90—Blk. Mellow Kaffor-Calf 
95—Tan Mellow Kaffor-Calf 
ORTHOPEDIC BLUCHER OXFORD 
070 Black Ruby Kid, Calf Tips...... $4.5 
$070 Same as above with Arch Support 
Insole 
075 Benz Brown Kid.............s00. 
095 Tan (Mellow) Calf 





MUSEBECK 
SHOE COMPANY 


DANVILLE, ILLINOIS 
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40 
R-12926 Black Satin Louis 3.40 
R-12920 As above Baby 3.40 
at - 12986 Ba Kid oe re s 
t-12980 As above aby 7 a 
R-12996 Black Moire Louis 3.50 M | i Bl k h d f | d 
R-129M6 White Mo Louis 3.65 4 ] es - eec er, Ca O [ ay 
R-12946 white. Kid Louis 3.65 
R-12940 As above Baby 3.65 
R-12956 White Satin Louis 3.65 


Bleecker Shoe Co., announeffhighly 
the relea heaut™ 


ALL ON THE MODIFIED TOE LAST 


Louis Heels—AA to C 
Baby lIleels—A to C 


Write or wire orders 





Lazarus Fried & Sons, Inc. 
120 DUANE STREET NEW YORK 


of the Fy patter 
1930 line; 

women he | 
nove lrgblee 
shoes. Agkeye 
those who th 








t Dr. Campbell’s Boys’ Oxfords 


| 10 Iron Spartan Gold Spot Soles 


3466—Boys’ Tan Calf Oxford, 
widths B to D, sizes 1 to 6 












powers 


3470—Boys’ Black Calf Oxford, 
widths B to D, sizes 1 to 6 





| 3472—Boys’ Tan Elk Oxford, 

f widths B to D, sizes 1 to 6. Sod 
) Price $3.60 MILES L. BLEECKER have. see antic 
ji Samples sent prepaid 


these shoes at the private digits et 
POWELL & CAMPBELL 


122 DUANE STREET ESTABLISHED 1879 




















; FINAL CLEANUP Ne 
New York’s Fastest Growing price $2095 

























137 DUANE STREET NEW YORK CITY 


i Imported A Nea 

Juvenile House White and Patent Leather Czecho “ oa 
All White Sandals , \ mar 

Natural and White J 

Will show you the greatest styled line of Children’s, In Stock / 

Misses’ and Growing Girls’ college heel shoes for Fall / 
j at most attractive prices ever offered. It will pay you to . ig 7120 
wait to see this line before you make your Fall purchases. Natural and srown <b as 
/ F Spik 1 Cuban Heels 121 

Our salesmen will call on you after July 21st. ane aes SRLS 

| Pric 
Thalheim’s Wearwell Shoe Co., Inc. J. WEISS SHOE CO. LE\ 


141 Duane St., New York 








IN STOCK 
C Width 
Sizes 3 to 8 


$2.10 







| Genuine Goodyear Welt 
i Work Shoe =F 








No. 390—Black Elk Upper, Double-Duty 
Uskide Sole, Storm Welt, Grain leather in 
nersole. 

No. 395—Same Shoe with a 10 Iron Bend 
Outer Sole Without Storm Welt 
Case Lots Only—12 pairs. 


$2.10 


Sizes 6-9, 6-10, 7-10, 8-11 on 
No. 390. 

tizes 6-9, 6-10, 7-10, 7-11, 
7-9 on No. 395. 


07 No. 1710—* affor 
Kid One 


Pat. Trir 


No. eepetsathie Ne ‘I 
Combinations of Black & Whi! 


Kid Blucher Ox- 
ford, Pat. Trim. 8 
Also Combinations of Black Suede, Gunmetal; Tan & Brown Java 








: = Black & White Rajah; Brown Kid, Kid; Black Pat., Black & 

| oe Brown & Tan Java; and Black Patent. Java; and Black Kaffor. High « y 

B. FRIEDMAN SHOE CO BLEECKER SHOE Co., INC.. 138-140 DUANE S' 

Tact Woe on Jona) BOSTON OFFICE, 216 ESSE PHILA. OFFICE, 17 NORTH 4th ST 
109 Reade St., New York City PITTSBURGH HEADQUARTERS. HOTEL HENRY 
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Bihe entire organization of the 


Bleecker Shoe Co. has been 
keyed up to the possibilities 
of the Fall 1930 season and 


anticipate a good response to 


heauty and practicability of the 
atterns displayed. 
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New Endurance Record 


Nearing the 100,000 pr. 
mark on 1930’s biggest 


money maker! 


$1207—Patent leather cross strap 20/8 high heel 
2120S—Patent cross strap 15/8 baby heel 
$1209—Gunmetal kaffor kid cross strap 20/8 Spanish Le el 
31210—Gunmetal kaffor kid cross strap 15/8 baby hee 


© and D widths 
Price $2.25 
LEVEY BROTHERS SHOE CO., 


—™~LL_S 


In Stock 
145 Duane St. 


aA A 
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Camp and Canoe Moccasins 


“ Brmeatl} 


MN 


hanayyaut 






¥ 
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BLACK ELK, 
SEWED SOLES 


BLACK ELK, SEWED SOLES 


Camp Moc 


X15 —ve ouths’ 12% to 2, Waterproofed Leather Sole 

X141—Boys’ 2% to 514, Waterproofed Leather Sole 

X12i—Men’s 6 to 11. “Ww aterproofed Leather Sole 
Canoe Moccasin—Same without sole 

X140—Boys’ Black Elk Waterproof..........-.-- 


X120—Men’s Black Elk Waterproof.. 


BLOG SHOE COMPANY, Ine., 


147 Bease Street 








- $2.30 
$2.45 
$2.60 


$2.45 
- $2.60 





a 


Silk Moire Regent 


Operas 


White and Black 
In Stock AA-C 


No. 347——White silk moire 


h he 


Regent with new modified toe 20/5 Spanis ~ 
(Made expressly for tinting) ey 
No. 348—-As above in black silk moire 


K 


SU ANE | 
(44 DU". TSNEO men 


HOt CO) 


ST Ew YORK 


ORP 














New York Stock 
Department 


“Kid Boots” 







Genuine 
Goodyear 
Welts 


in Patent, Gunmetal, Tan and Elk. 
in Shoes and Oxfords 


Always in Stock. 


to 8—$1.75 
8% to 11—§2.00 


6605-06—I’ 
6607 -08—I’ 
Baby and 








at. Gray Ra 
at. , Tan -—. h 
High Heels 


“ALEXANDRIA” 


An Attractive Fall Number for 
at once Delivery. 


No. 6600-01—Patent. 6602-03—Kaffor 


ajah = Trim 
Trim. All 
- $2.85 




















ITY LION SHOE COMPANY, Inc. 118 ins St. 
. of your ic are looking for In Stock 
“Queen of all operas” D | 
In te balloon and new Ss ’ e ivery 
ified toes. 7 
~~ sae 4 there are women who Ne 
ance—there the DANCETTE Pump iy 41059—wWhit Re t, 20/8 4916—White Kid Regent, 20/8 
for sells big. It’s the best fitting, ” Spike — _— Spike. 
ap most comfortable and most popular 4060—Same in 15/8 Junior 41917—Same in 15/8 Junior 
\ Dump in medium-priced footwear Spike. Spike 
Carried in stock in patent leather, SS The “Dancette I Price ®3.35 Price 82.75 
black satin, and Kaffor Kid. oat ” . Se . ; m4 -C 
Widths AA, A, B, C. 9 Widths: High heels, AA-A-B-C. Widths: High heels, | A-B-C. 
$3. 0 Made Low heels, B-C. ow heels, B-( 


to order in any materials. 
‘Duane: ‘Shoe npany, 143 DUANE ST. 
NEW YORK CITY 
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CRESCENT SHOE CO. 


131-133-135 Duane St., New York City 
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WHERE TO BUY 
Men’s Shoes 





Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


Brockton, Mass. 























87 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


Lh 














rote 


BION F-REYA Ont co= ROCKTON MASS 





(P).. A. PACKARD DCO., naam (P) 








NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 


MEN’S FINE SHOES EXCLUSIVELY 














Something New Under 
the Sun 


Something really new and good. 
Milady has lately taken to wear- 
ing some leather heels. The Hide- 
wood Heel is a standard wood 
heel with a covering made from 
a veneer split from laminations 
of sole leather, so that the cover 
presents exactly the same appear- 
ance as a whole leather heel built 
up of various lifts, with all the 
variations of grain and. color 
characteristic of leather. 

Note—this is not an imitation. 
The cover is actually composed 
of lifts of sole leather. It may 
be stained light or dark, and bur- 
nished to suit the fancy. The ap- 
pearance is indistinguishable from 
an all-leather heel. 

It is so rarely that an improve- 
ment doesn’t add to the cost in 
some way that it is a pleasure to 
chronicle the fact that the new 
Hidewood Heel actually costs less 
than the better grades of turned 
all-leather heels and the attach- 
ment is standard with the regu- 
lar wood heel attaching equip- 
ment. Needless to say the Hide- 
wood Heel is much lighter than 
the all-leather heel it replaces. 











Wallin & Nordstrom to 
Expand 


SEATTLE, WASH.—Everett W. Nord- 
strom, president of Wallin & Nord- 
strom, which has been in the retail shoe 
business in Seattle for the past thirty 
years, has announced expansion plans 
which will make it one of the largest 
retail shoe establishments in the city. 
Space adjacent to the present site at 
1422 Second Avenue has been secured 
and will be converted with all possible 
speed into an addition. 

A total of $35,000 will be spent in re- 
modeling, including an entire new 
street front giving display windows of 
the most modern type. The interior of 
both stores will be entirely re-designed 
and new, especially designed fixtures 
will be installed. A ten-year lease has 
been acquired on the new property. 

Original partners of the firm were 
Carl F. Wallin and John W. Nordstrom, 
both of whom are now retired. Present 
officers are Everett W. Nordstrom, 
president, in charge of the Second 
Avenue store and Elmer J. Nordstrom, 
secretary and treasurer, who manages 
the firm’s University District store at 
4333 University Way. 


Increases Output 


MILWAUKEE.—Beginning with July 7 
the Helmholz Shoe Mfg. Co., Milwau- 
kee, increased the output 200 pairs per 
day to meet the growing demand which 
Sales Manager Donovan describes as 
very gratifying. 

A. Mueller is now in charge of pro- 
duction as factory executive at the 
Helmholz plant. Mr. Mueller is one 
of the most popular personalities on 
the making end in the northwestern 
markets, having previously been iden- 
tified with the Neenah Shoe Co. and 
the F. Mayer organization. 
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Shoe and Leather Duty 
Hearing Held in Boston 


Boston, Mass. — Classification ex- 
perts of the United States Customs 
Bureau are attempting to determine 
the intent of Congress in those por- 
tions of the new tariff bill which cover 
duties to be imposed on in-coming 
hides, leathers and shoes. G. W. Ash- 
worth, head of the Classification Divi- 
sion of the Bureau, presided at a two- 
day hearing held recently in Boston, 
at which testimony was taken and «at 
which members of all divisions of the 
shoe and leather industry were invit«d 
to express their opinions. 

The necessity for such an investig:- 
tion arises from the fact that there 
are in the Tariff Bill, as passed, two 
apparently conflicting paragraphs. 

Subparagraph 1530 (B-4) provide: : 

“Sides upper leather (includinz 
grains and splits), patent leather, an| 
leather made from calf or kid skin-, 
rough, partly finished, or finished, or 
cut or wholly or partly manufacture: 
into uppers, vamps, or any forms o 
shapes suitable for conversion int 
boots, shoes, or footwear, 15 per cen 
tum ad valorem.” 

Subparagraph 1530 (D) provides: 

“Leather of all kinds, grained 
printed, embossed, ornamented or dec 
orated, in any manner or to any ex 
tent (including leather finished in gold 
silver, aluminum, or like effects), 01 
by any other process (in additon t 
tanning) made into fancy leather, and 
any vamps, or any forms or shape 
suitable for conversion into boots 
shoes, or footwear, all the foregoing 
by whatever name known, and t 
whatever use applied, 30 per centun 
ad valorem.” 

Shoe manufacturers contend tha‘ 
sub-paragraph B-4 is clear in its in 
tent, that it covers “finished leathe 
for shoe uppers” and that slight em 
bossing or other ornamentation should 
not be allowed to bring about a chang: 
in this fifteen per cent rate. Leathe 
manufacturers, on the other hand 
seeking maximum protection against 
leather imports, argue that Congres: 
clearly intended to fix the rate at 30 
per cent. 

A further study of the tariff act 
provisions will be continued in Wash- 
ington at the Customs Bureau head- 
quarters and a decision is expected 
within a short time. 


To Eliminate Abuses in Heel 
Industry 


WASHINGTON, D. C. (UTPS)—Turn- 
ers and coverers of wooden heels used 
in women’s shoes are working with 
the Federal Trade Commission in an 
effort to eliminate unfair trade prac- 
tices. 

Companies representing approximate- 
ly 80 per cent of the volume of busi- 
ness are expected to cooperate. Wood 
heel plants are located in Maine, New 
Hampshire, Massachusetts, Vermont, 
Ohio, Missouri, New York and Illinois. 

Among the subjects listed for dis- 
cussion are: The practice of substitut- 
ing beech and birch for maple; defama- 
tion of competitors; inducing breach 
of contract; commissions, and bribery. 
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Final Clean-Up on 
Sandals ! 


$7) 15 


per pair 


The Buckeye 


Custom last of unusual 
refinement with an ap- 
peal to the man of con- 
‘ servative taste. In black 
White and Black 4 calf only. 
White and Green ~ 
White and Blue 
All White Without Center Strap 
Sizes 3-8 C width only 


Sold in 48 pr. lots, 12 of each style. 


BLOG SHOE CO., Inc. 


147 Duane St., New York City 











| = 





MARBRIDGE 
BUILDING leathers. You may not expect a good full 


grained, mellow calf stock in shoes to retail 


There’s a considerable difference in calf 








at $5 and $6. But in the Leverenz Shoe you 


get it. And all hidden parts are in keeping 





with the quality of the upper stock. 


Made in Wisconsin— 
Stocked in Your District 





R. H. Lane & Co., Inc. Toledo, Ohio 
Crowder Cooper Shoe Co. Indianapolis, Indiana 
Newell & Schneider Co. Pittsburgh, Pennsylvania 
Gramling, Spalding & Collinsworth Atlanta, Georgia 
J. H. Churchwell Wholesale Co. Jacksonville, Florida 
Stewart Dawes Shoe Co. Los Angeles, California 
The lines permanently displayed at the Marbridge Washington Shoe Company Seattle, Washington 
Building always merit your attention. The show- Jos. P. Dunn Shoe & Leather Co. Denver, Colorado 
rooms of the national leaders in the shoe and 
leather industries are maintained here all year 


round. 
Desirable office space for approved tenants. 


MARBRIDGE BLDG. CO., INC. The Leverenz Shoe Co., Mfrs. 
1328 Broadway New York SHEBOYGAN, WIS. 
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WHERE TO BUY 
Men’s Shoes 
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“A MAN'S DECISION” 


THE 


Besten—183 Eesex Street 
NM. Y—015-917 Marbridge Bidg. Mass. 
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WHERE TO BUY | 


Women’s Shoes 


78 8 Oe TAS ee 





Ultra-Smart Sandals 
Cemplete color 
combinations 
Unusual 
Profits 
Write direct 


BIARRITZ SANDALS, ING 
3 West 27th St. New York 








CUSHION SHOES 


FOR WOMEN 
a JOHN EBBERTS SHOE CO., 
Buffalo, N. Y 


INC. 
STOC K 
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WHERE TO BUY) 


Shoe Forms 


Fairy Forms 
Soe Shoes and Hosiery 


made of white, 
transparent or colored 


FAIRYLITE 


Shoe Form Co., Ine., Auburn, N. Y. 





WHERE TO BUY! 


Store Fixtures 


MAL? 


NEW G OODWIN CATALOG 


STORE FINITURES 
INSTALLATIONS 


of SHOE 
and STORE 
C. L. GOODWIN & CO 

W 


————— 








| shoes 
| shoes in both sport and street patterns. | 
Many stores expect a slight increase in | 





Tanners’ Council to Meet 
in Buffalo 


Buffalo, N. Y. (UTPS)—The 
Hotel Statler will be headquar- 
ters for the meeting of the Tan- 
ners’ Council of America, which 
will be held in Buffalo, Oct. 23-24. 
according to announcement made 
by the local committee arranging 
the convention in cooperation 
with the convention bureau of the 
Buffalo Chamber of Commerce. 

The date for the Buffalo gath- 
ering was fixed so that it would 
not conflict with the tanners’ fall 
showing at the Hotel Astor in 
New York, Oct. 14-15. It is ex- 
pected that about 100 will attend 
the Buffalo meeting. 











Sales Increasing, Says Hamil- 
ton-Brown Receiver 


St. Louts.—“Business is going on as 
usual and with the new organization 


now running smoothly our sales are in- | 


creasing daily and for the last week 


have been greater than at this time 


last year,” said William R. Gentry, re- 
ceiver for Hamilton-Brown Shoe Co., in 
a recent statement. 

Mr. Gentry said that the Hamilton- 
Brown receivership might be 
upon as a temporary difficulty, such as 
might arise in any business, but should 
in no sense be considered a business 
failure. “We have cleaned house, elim- 
inated certain leaks and have a few 
others to find,” he remarked. 


spirit exists here which should go far 


toward putting Hamilton-Brown in the | 


front ranks of the shoe industry.’ 

H. W. Brown as been appointed gen- 
eral sales manager and 
Huette is now head stylist. 

According to Mr. Brown, the outlook 
for the coming fall and winter season 
is unusually bright. There has been 
practically no change in sales person- 
nel. One man who severed relations 
with Hamilton-Brown when the receiv- 
ership was first announced has come 
back to the fold with renewed enthu- 
siasm. 

Mr. Huette, in the short time he has 
been with the firm, has designed sev- 
eral new lines of women’s popular 
priced novelty shoes. Samples of the 
first new numbers were completed. in 
9 Hamilton-Brown factory at Union, 
Mo. 

These new lines, which are already in 
the hands of the salesmen, are being 
manufactured in both the Sunlight 
Factory at St. Louis and the Union, 
Mo., plant. Since the advent of the 
new regime, the number of employees 
at the Sunlight Factory has been in- 
creased from 300 to 600. 


nf 
Car ric. ah. 


Feature Sport Shoes 


KANSAS City, Mo.— Stores in this 
city 
men’s shoe trade are showing sport 
extensively, as well as_ white 


business, especially in  better-grade 
footwear. 


At present the tendency is to hold off 


| on sales until later in the season. 


looked | 


“Our or- 
ganization is behind us to a man and a | 


catering to the better grade wo- | 


Need of Stock and Cost 
Control Stressed 


NorwALk, OHIO, July 5 (UTPS)~— 
With 112 retailers in attendance, the 
fourth of the series of district meet- 
ings sponsored by the Ohio Valley Re 

| tail Shoe Dealers’ Asociation, the Ohio 
| Retail Dry Goods Association and the 

Ohio Retail Clothiers’ and Furnishers’ 

Association, held here recently, was a 
| marked success. 

Shoe dealers were in the majority at 

| the meeting, which was in the nature 

of a merchandising clinic, headed ‘y 
| Frank Stockdale, head of the store 
| management division of the associa- 

tions. Mr. Stockdale called attention 

to the marked changes in merchandis- 
ing methods in discussing “What's 

Ahead in Retailing.” He showed that 

former methods cannot be successful 

and that full knowledge of the various 
| lines of stock is necessary for success- 

ful selling. Control of stock, selling 

expense and quicker turnover are es- 

sential elements for a profitable busi- 
| ness. 

C. W. Patterson of 
chairman of the meeting. Counties i1- 
cluded were Ottawa, Seneca, Sandusky, 
Erie, Huron and Lorain. Robert Veste’, 
shoe dealer in Elyria, was chairman of 
the shoe division. The program w: 
arranged by C. E. Dittmer, secretary of 
the three associations. 

A meeting of District No. 7 at Car 
ton, consisting of the counties of M: 
dina, Summit, Wayne, Stark, Holme 
and Tuscarawas has been arranged fo 
July 29. Other meetings will be hel 
during the remainder of the summer. 


Norwalk was 





J. C. Hart Co. Acquires 
Selig Department 


INDIANAPOLIS, IND. (UTPS) At 
other step in the expansion of the busi 
ness oi the J. C. Hart Shoe Compan; 
was taken Saturday, July 5, with th 
purchase of the shoe department a 
Selig’s department store. gag 
ment of the purchase was made by Ed 
gar Hart, president, who said the busi 
ness was bought from the Artisti 
Footwear Company. 

The new branch of the Hart com- 
peny will be opened Monday morning 
with a sale, Mr. Hart announced, and 
the new store is expected to be an im 
portant link in the rapidly expanding 
business. The Selig department will b« 
under the management of Edward Had- 
ley, partner of Mr. Hart, who has been 
in the Hart organization for the last 
twenty-one years. 

Hart’s main store recently was 
opened in the Circle Tower Building on 
Monument Circle, after moving from 
126 North Pennsylvania Street, where 
it had been located thirty-one years. 
A noticeable increase in business has 
been experienced in the new location. 


Kenneth W. Watters to Visit 
Alaska 


BuFFALO, N. Y. (UTPS)—Kenneth 
W. Watters, president of the Watters 
Shoe Co., and the Sterling Shoes Corp., 
the latter operating a chain of retail 
footwear and hosiery shops, and Mrs. 
Watters will spend the summer on a 
cruise to Alaska on a private yacht 
with friends. They will be gone about 
| six weeks. 
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» store The Home of the Following Shoe Firms: 
ISSOCi: Andre Shoe Co. Harsh & Chapline Shoe Co. : 
tenti D. Armstrong & Co. Huntington Shee & Leather Co. 
| “" Best Ever Slipper Co., Inc. Interstate Shoe Co. 
handis Big “K” Shoe Co. Johns Tilt Shoe Co. 
What's Bostonian Shoes C. & A. Lo Presti 
2d that Burlington Turn Shoe Co. Marlboro Shoe Co. 
sents se The J. R. Burns Shoe Co. Marmon Shoe Co. ‘ 
cesst il RBurrews Shee Ce. Martha Washington Shoes 
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for Information Regarding Available Shoe Display Rooms 


——-ENGLISH RIDING BOOTS 
The “Jodgore” 


Built for Comfort 

as Well as Style! 
Men's or Women’s, in Brown 
or Black Will» Calf, with 
gore side, making a_ trim 
snug-fitting riding shoe, 
Women's 
' 


R-1800 
R-1801 


Men or Women's 
in Brown or Black 
Willow Calf, Strap 
Jodhpur 
Women’s 
Men's 


R-1790 
R-1788 





Our New Cata- 
log of Imported 
English Riding 
Boots, Puttees, 
Sam Browne 
Belts, etc. Write 


for Catalog R-11 R-1788 


R-1790 


COLT-CROMWELL CO., Ine. 


EST. 1899 
1239 Broadway New York City 























“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Off.) 


Curved Jaw Nipper 


WHIT CHE 





~ 


oo. 5) 


RETAILERS 


a URED ‘ga 


IN STOCK RETAILERS 


ALL WHITE KID 
BROWN KID 
RAJAH APPLIQUE 
PATENT LEATHER 
MATT KID APPLIQUE 
BLACK KID 
BLACK SAND APPLIQUE 
ee Last LEATHER HEFL 
0 


“MADE IN PHILA. BY MASTER CRAFTSMEN” 


C. S. GIBBON CO., Inc. 








54 No. 4th St., Phila., Pa. 


Send for Catalog 














rtistic 
com- 
rning 
l, and The only Nipper, just the right shape to cut out tacks on 
n im inside of shoe. Curved jaw enables cutting close to insole. 
line Made of high-grade tool steel, nickel plated. Specify Genuine 
yl be Curved Jaw “Manchester” when ordering. 
| Had- PRICE $4.00 
} _ P. W. WHITCHER CO. Boston, Mass.—Chicago, Ill. 
> last 
was 
ng on 
f e e 
from New Edition 
years. " 
sh Shoe and Leather Lexicon 
Visit We are ready to take orders for at once de- 
livery of the new and revised Shoe and Leather 
. Lexicon. This handy book of the trade is in its 
— sixth edition, over 100,000 copies now in use. 
orp.. Price 50 cents. 
retail 
Mrs. 
on a Boot and Shoe Recorder 


racht 
bout 


239 West 39th St. 


New York, N. Y. 


ENJOY THE BEST! Modern, scientific 
equipment and management make 
it possible for you to enjoy the best 
in New York at the Hotel Lincoln. 


Each with Bath 
and Shower 


1400 Rooms 
$3-5 on 94-7 two 
H O T E L Telephone Lackawanna 1400 


LINCOLN 


Eighth Avenue, 44th, 45th Streets, Times Square 


NEW YORK’'S NEW 
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WHERE TO BUY 
Men’s & Women’s 
Slippers 
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MEN’S FINE 


HAND TURNED 
SLIPPERS 


Manufactured 

Prices from. by 

$2.15 to $3.50 W. S. CHASE & SONS 
Haverhill, Mass. 

Boston Office: Room 501, Statler Bldg. 












Boudoir Slippers In Stock 
UNUSUAL VALUES 






Guaranteed"”’ 
SCHWARTZ & HERDER, INC. 
Specialists in Comfort & Ballet Slippers 








241 No. ltth St., Philadelphia, Pa. 








IN-STOCK Women’s D’Orsay 
Slippers 

In a wide variety of 

colers — Combining style 

with comfort. Created by 

the manufacturers of 


Pole 


Pullman Slippers 
Nationally known 


BALTIMORE, MD. 
Marbridge Bldg. 





Samples 
and Prices 
on Request 


SWAN SHOE CO., INC. 
Manufacturers 
New York Office—Room 551, 








* KENDALL ‘iat * 
SLIPPER “1 
3 YOUR BEST CUSTOMERS 
EY MAKER 














KENDALL SHOE COMPANY 
* HAVERHILL, MASS. _* 








Cyeeecee ° <IANS 


wns onir— Canon 
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Ne. 434—Tan 
Kid Everett 
$2.65 


No. 
Kid 








Oe B. EVANS’ SON CO., Wakefield, p00 








Matching Up the Shoe 


[CONTINUED FROM PAGE 47] 


Lapping of layers of dye may tend to 
darken the fabric in bars, while places 
which do not receive as heavy a coating 
as others will appear lighter. The 
slippers in the case: in question were 
unequally colored because the man 
handling the brush was inexperienced. 
Colors can be brushed on with success 
and the bulk of the dyed shoe and slip- 
per business is done this way unless the 
shop -is fitted out with a gun spray 
equipment. 

We did run across a few places in 
which the felt-pad idea of soaking the 
dyestuff into the crepe was used, with 
rather doubtful success. A wool felt 
pad is heavily saturated with the dye 
and is pressed on the crepe as shown 
in illustration. The pad is shifted 
about until all of the crepe surface 
receives the dye required to get the 
proper depth of tone. 

spray gun is used in some of the 
shoe shops in which crepe footwear is 
dyed in quantity lots. It is the same 
kind of spray gun used by painters 
and cloth decorators. But a compressed 
air plant is needed to operate the 
spray gun, and for this reason only the 
big shops use this method of dyeing 
crepe footwear. An advantage of hav- 
ing the compressed air plant is that a 
vacuum cleaner can be run in connec- 
tion with it and used to remove the 
dust from the footwear. When the 
spray gun is used for applying the dye, 
no hand brushing is needed, which fact 
we mention because we saw several in- 
stances of crepe roughing due to too 
heavy handwork with brushes. 

The dyestuff manufacturers have 
placed dyes in the market which will 
color cloth top footwear any of the 
fashionable shades. In some cases it 
is necessary only to make a solution of 
the dye, using boiling water for the 
purpose, and brushing on the mixture 
after adding a little salt to it. The 
selected colors should of course be lim- 
ited to those possessing a good fastness 
to light, as well as their suitability for 
dyeing the special kind of raw mate- 
rial used in the manufacture of the 
fabric. Some of the dyestuff manufac- 
turers put out regular sets of dyes, 
consisting of 20 or more colors, each 
color being in an individual concen- 
trated form, costing about $15.00, and 
containing enough dye material for 25 
pairs of crepe slippers. By mixing 
certain of these colors together, almost 
any shade can be obtained to match a 
gown or other article of attire. 

One kind of dye which we noticed 
was used on crepe slippers with an 
alcoholic solution, using basic colors 
dissolved in alcohol with some amyl 
acetate. Sometimes there are leather 
parts in the tops of crepe shoes and 
slippers which have to be touched up 
with a dye to make their color corre- 
spond with that of the crepe. For this 
purpose the — soluble browns, reds, 
oranges, blacks and other colors suit- 
able for use on real or artificial leather 
straps and trimmings are dissolved in 
equal parts of alcohol and boiling wa- 
ter to bring the colors to strength. 
They can then be brushed on. 

Whether the dye is brushed, padded 
or sprayed on the crepe footwear, it 
should be prevented from crocking by 





thorough rinsing. We saw some ladies’ 
satin slippers in a crocked state fol- 
lowing dyeing the fashionable ponta- 
mine green. The dye bath was made 
with 3 per cent pontamine green BX, 
based on the estimated weight of the 
crepe. This dye was dissolved in hot 
water and 20 per cent of common salt 
added. The mixture was then boiled 
for half an hour and applied with 
brush to the crepe. The slippers were 
then but lightly and quickly rinsed, s 
that unattached dye particles re 
mained in the texture. These starte: 
the crocking trouble which means tha‘ 
the surface of the slippers not only 
lost their levelness of color, but som: 
of the color will be rubbed off or 
clothes or hose when the slippers ar: 
worn. A complete rinsing in clear 
water will remove all extraneous dye 
materials and prevent this trouble. 





Fall Browns Already Shown 
in Cincinnati 


CINCINNATI—With fall footwear dis- 
plays edging the limelight from sum- 
mer fashions, Cincinnati retail mer- 
chants are all, to a man, running their 
semi-annual clearance sales. These 
clearances are not as heavy as might 
be expected, and leftovers will soon be 
disposed of, owing to lack of stock due 
to careful buying and a fairly good sea- 
son in spite of the business slump. 
White linens and imported Swiss still 
struggle for supremacy in vogue in 
midsummer wear. As one buyer put it, 
“The woven vamp proved popular as 
it gives both comfort and service.” 
Most dealers sold all the linens they 
could get. 

While most displays still feature the 
summer styles, Shillito Co., this week 
utilized a travel attire window to show 
off slippers, straps, pumps and oxfords 
in deep brown—a mocha that promises 
to be unusually good, with matching 
accessories. Other fall touches are 
seen in displays of black kid with lizard 
trimmings and brown kid with the 
same effect. One buyer openly declares 
the season will strongly favor black. 
Moire pumps are being shown by most 
of the fashionable shops. 

Many buyers from Cincinnati are 
visiting Eastern markets, among them 
being Harry Kendall of Smith Kasson 
C 


0. 

F. J. Weber, acting secretary of the 
Cincinnati Shoe Men’s Association 
states that about thirty members at- 
tended the recent meeting of the or- 
ganization at the summer home on the 
Ohio River, staying on after the busi- 
ness session for dinner and a social 
hour. 





E. L. Hutcheson Buys Store 


BERKELEY, CAL. (UTPS)—E. L. 
Hutcheson, well-known shoe man of 
Berkeley, has bought the Chafee Brown- 
bilt Shoe Store, at Ventura, Cal., and 
announces that after present stocks on 
hand are sold, the store will carry 
women’s and misses’ lines only. 
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present very popular metatarsal arch. 
In all of these cases, the strong, flexor 
action of the forefoot has been so in- 
terfered with that the toes are ac- 
tually retracted, with a resulting 
foreshortening of the foot in order to 
stabilize the ball tread. The flexor, 
or prehensile, action of the toes is five 
times as strong as the extensor, or re- 
tractor, action. Yet many shoes, per- 
haps a majority of shoes, are fashioned 
actually to aid this weak extensor ac- 
tion of the toes. 

The re-establishing of normal foot 
function in this particular, therefore, 
lies in making possible the restoring 
of the prehensile or grasping ac@ion of 
the forefoot by shoes modeled toward 
this end. If our fingers were buckled 
back the way most toes are, and used 
as ineffectively, it would come pretty 
near to being the end of our present 
civilization. 

The lack of recognition or acceptance 
of this principle, fundamental in physics, 
continues to be a deterrent to the shoe 
industry in arriving at anatomical foot- 
wear. A couple is “a pair of equal 
forces acting in opposite and parallel 
lines, thus tending to turn a body 
around without moving it from its posi- 
tion.” This applies accurately to the 
human foot. The force that operates 
to pull the inner arch up acts in an 
opposite and parallel line to the force 
that pulls the outer arch down, the 
axis of rotation being the accepted one, 
extending from the center of the back 
of the heel forward through the second 
toe; and thus this pair of forces tends 
to turn the foot around (resists the 
down-thrust of the inner side, and thus 
establishes foot balance) without mov- 
ing it from its position. 

It is sound economics, as well as 
sound common sense, that the better a 
commodity meets the needs of the con- 
sumer the more stable and continued 
are the relations of the producer to 
his market. Unless a commodity has 
become potentially “right,” due to study 
and investigation and research into 
allied and competitive arts, the pursuit 
of new business is like a kitten trying 
to catch its own tail. The shoe industry 
is occupying itself with the creation of 
new forms, and especially with new 
styles, without as yet having solved 
a problem which still confronts it—the 
creation of an anatomical shoe that is 
symmetrical with the foot. 


T=. from the standpoint of applied 
economics, has been recently re- 
stated in another connection by the 
president of the National Boot and 
Shoe Manufacturers Association: 

“The majority of men and women 
have foot ills that require very careful 
shoe fitting. Shoe retailers know that 
this is so but many of them do little 
about it. This is curious for we in 
the industry know that the best cus- 
tomer, the kind that repeats season 
after season, is the man or woman who 
is being well fitted regardless of diffi- 
culties. That person incidentally buys 
a staple or conservative shoe such as 
dealers like to sell.” 

It is one of the tenets of philosophy 
that “the only thing permanent is 
change.” This would certainly appear 
to be true of the shoe industry, with its 
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Why Fit Shoes in the Dark? 


[CONTINUED FROM PAGE 37] 





constant inquiry into the realm of 
novelty, rather than its persistence in 
investigating some neglected funda- 
mentals. For example, shoe wearers 
are vitally interested in the changes 
that present-day footwear is causing 
in their own feet, both as to lessened 
power to work and to various structural 
and tissue changes, some of them pain- 
ful. The most evident response of the 
shoe industry to this interest is the 
holding of frequent style shows, where 
some extremes of artificiality are in 
evidence. 

It is conceivable that a style show 
may some day have by way of variety, 
instead of a procession of manikins 
down a runway, a young woman with 
normal feet dressed in good looking 
sensible shoes. It would certainly 
prove a refreshing contrast. 


ATIGUE, as it relates to the human 

economy, is a complex sort of thing 
and difficult of measurement. Power 
to work and recuperation may be taken 
as a gauge. As this applies to a shoe 
and the contained foot it is obvious 
that the symmetry of the two, both as 
to form and motion, becomes of funda- 
mental importance. A shoe is a “right” 
shoe for the individual in direct ratio 
to the aid it gives in this power to 
work. Thus is the exacting combined 
task of the foot and shoe to balance 
and propel the body weight reduced 
to a minimum; thus is the foot, at the 
time of its brief rest interval when it 
is elevated during each step, in a condi- 
tion to recuperate and to be prepared 
for its next repeated task. 

For example, the only time the heart 
can rest and recuperate is during one- 
fifth of its continuously repeated cycle 
of less than a second, from the time 
one is born until he dies. Likewise, the 
only time the foot can rest and recuper- 
ate during walking is in its brief cycle 
as above described. This rest period 
of the foot, therefore, like its work 
period, becomes of vast economic im- 
portance to the shoe industry. Tired 
feet do not walk far nor wear out much 
shoe leather. 

If an engineer were to devise pedal 
extremities for a robot five and a half 
feet tall and weighing 125 pounds, the 
base dimensions of the feet being, say, 
3 by 9 inches, and then press a button 
so that the robot would walk. what 
would be a first requisite? The en- 
gineer would require to have the center 
of gravity of the structure so disnosed 
that it would fall accurately within its 
base and be controlled by it, else the 
robot would tonvle and perhaps tumble 
over. Most shoe manufacturers are 
searching for a figurative button to 
push that will help and not hinder. 
likewise, the mechanical response of 
the users to their shoes. 

All the more important, then, be- 
comes the modeling of the tread sur- 
face of shoes, both inner and outer, so 
that they conform accurately to the 
normal tread surface of the foot. The 
significance of this is apparently un- 
derstood neither widely nor well, both 
within and without the shoe industry. 

Under normal conditions, the only 
time the inner ball and heel are syn- 
chronously in contact with the base is 

[TURN TO PAGE 78, PLEASE] 
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WHERE TO BUY 
Men’s @ Women’s 


Slippers 


o— 















Soft Sole Slippers 
Colors in Stock 


75ec. $1.25 $1.85 





Send for 
Samples 


STAR FOOTWEAR MFG, CO. 
50-54 No. Fourth St., Philadelphia 



















g HAND-TURNED 


LEATHER SLIPPERS , 
IN STOCK £ 


Boston Office: 
207 Essex St. # 
Room 203 


on request. 











e ABBOTT SHOE CO. . 
NO. READING, MASS. 














An Absolute Fact 





\ 
J 


Prices: 
60c. to $1.65 
per pair 
HORCO SLIPPERS are made better 
—and sell better—than any other 
slippers on the market in the popu- 

lar price class. 
Samples on Request 


VINCENT HORWITZ CO., Inc. 











64-76 West 23rd St. New York City 





High Grade Turn Mules 
and D’Orsays 





Catalogue sent on 
request 


Paristyle Footwear Mfg. Co., Inc. 
Factory and Salesroom 
40-46 West 25th St. New York City 








WHERE TO BUY 
Pullman Slippers 














PULLMAN SLIPPERS 


black, tan and red 
Write for samples. 


Blue, green, 
carried in stock. 


LYONS & COMPANY 
122 Duane Street, New York City 

















la ech i ei eine etl 


WHERE TO BUY 
Children’s Slippers 


8 Oe 


SHOES 


“KEEP THE FEET HAPPY” 
Children’s Fine Footwear 
MADE WITH THE SKILL OF 

MEN 


TRUE CRAFTS 
MANY STYLES IN STOCK 
CREATED ONLY BY 
SHAFT-PIERCE SHOE CO. 
FARIBAULT, MINN. 








— 








SPECIALISTS SINCE 1892 








Approved od Medical Men 






tilated Foot _#. per 
is unexcelled Well 
known surgeons recom- 
mend its use 


Burkley Shoe Co. 
1156 No. Main St. 











Brockton, Mass. 








IDEAL BABY SHOE CO. 


MRS. A. L. DAY 
387 Fourth Avenue 
New York 


1061-65 Merchandise Mart 
Chicago 





fs 
\ 1807 Washington Ave. 
St. Louis 
883 Mission Street 
San Francisco, Cal. 
Factory, Danvers, Mase. 
Send for Catalog 














WHERE TO BUY 


Women’s N ovelties 


*| has 


No More “Two Sizes Up” 


[CONTINUED FROM PAGE 39] 


“Having determined the exact inside | 


dimensions required for shoes to fit 
each length and width of men’s and 


| women’s feet, we build the shoes over 


| regulation factory 


lasts. When the 
shoes are finished, and before we 
stamp the foot-size on the linings, we 
test them very rigidly with these split 
lasts. 

“For a pair of Regals to be stamped 


| with its correct foot-size and width it 


must first receive the aluminum size- 


| tester with corresponding width-divid- 


| pressure. 
| the uppers must be smooth and snug 
we | 


| long, 


er inserted. The device must go into 
and out of each shoe without excessive 
When it is in, the leather of 


at every point. In other words, 
protect customers against even the 
little size-difference that inevitably oc- 
cur sometimes in building large quan- 
tities of shoes over the same lasts. 


S6\70U notice this little spring- 
plunger projecting from the toe- 
end of this half of the last? That 
shows the exact space there must be 
between the end of the customer’s 
great toe and the inside end of the 
shoe, to allow for natural forward 
stretch of the foot while walking. 
“When we’re testing shoes with this 
device—at our factory or, under cer- 
tain conditions, in our stores—if the 
toe-end of the shoe pushes this plunger 
back, even only a trifle, its rear end 
comes into view, and we see exactly 
how much shorter the shoe actually is 
than the foot-size of the metal testing 
device. We insert the next shorter- 
length tester, and eventually determine 
the exact inside length and width of 
the shoe. Then, and not until then, we 
mark the shoes with the correct foot- 
length and width. Simple, isn’t it?” 
The interviewer gingerly picked up 
and examined a curious-looking con- 
traption consisting of an aluminum 
shelf, approximately twenty inches 
with spring-steel blades about 
three-fourths of an inch wide and of 
varying lengths projecting from it. 
“Does this, by any chance, have a 
place in the picture?” he asked. 
“Yes—and a mighty important one,” 
said Mr. Bliss, “With this device we 
prove the accuracy of our measuring 
machine to the occasional customer 
who thinks he ought to have a shorter 
shoe than the machine shows. 
“In such cases our salesman first 
the customer stand with each 


+ | stockinged foot on these blades, mov- 
“| ing his foot to the particular one where 
| the little clip near the toe-end just 


| clears the toe of his foot. The number 
| on the heel-shelf back of each blade 


indicates the exact foot-size. 


“Then the salesman takes’ loose 


| blades of the same length and puts 
| them into the pair of shoes that the 


© | fitting machine has shown to be correct 





| for the customer. 


With these blades 


: | inside, the shoes are laced on the cus- 
tomer’s feet and he takes a few steps 


TEDDY: Tan and brown, 8% u Buse nemaawed $1.65 
MONTE: (Round Toe)—Tan and brown......... 2.65 
NE tl cd cucegigeaderienswessssee 2.85 

an BREE . coccccccccccccccesecccece 3.00 

NORMA: (M Tee)—White and ponent. . 3.00 


~ Kt 13 a net fy 


In Stock. ubject Prior r Now 
gerne BRAIDED SANDALS ‘ CORPORATION 
Fourth Ave. (at 23rd Street) New York City 





in them with comfort. If he still be- 
lieves he can wear shorter shoes, the 
salesman has the customer try the 
shorter pair with correspondingly short- 
er blades in them. When the customer 
walks in these short shoes, the clips 
at the ends of the blades press against 
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his big toes so hard that they cause 
| him immediate discomfort, to put it 
mildly—and the positive proof of the 
accuracy of our fitting machine’s re- 
corded measurement becomes _pain- 
fully evident to him.” 

Mr. Bliss tossed four small paste- 
board cards to the writer for inspec 
tion. Two of them were green and 
two buff-color. Near the left edge of 
the green cards was printed a scale of 
foot-sizes and corresponding hosiery 
sizes—one for men’s shoes and the 
other for women’s. On a slightly curved 
line near the top of each card were 
the ] tters a ag =” a >.” and 
“EK,” Yepresenting foot-widths. On the 
two buff cards the length and width 
scales were near the right edge. 

Text matter on the front and back 
sides of each card provided space for 
entering the size of each foot, the size 
fitted, the hosiery size, stvles of shoes 
purchased, date, salesman’s name ani 
Regal store number. On the revers 
side of the buff cards were printed th 
Ten Resco Fitting Tests, with spac 
for the salesman to check each test a 
completed. 

“The green cards,” said Mr. Bliss, 
“are for the customers to retain afte: 
each shoe sale is made. The buff card 
for each sale is kept by the store an 
used for various statistical reports t 
our general offices.” 

He stepped to a nearby table o1 
which stood one of the Company’s lat 
est-editions of Twin Resco Fitting Ma 
chines. 


66 OW, note how this new plan 
works. Suppose we’re fitting a 
customer. I slip this green card int 


the little shelf or ‘pan’ on the machin: 


The customer stands on the machin 
with his two stockinged feet in the foo 


until they lightly touch the ends of hi 
toes. The side-wings of the machin 


the ball-points snugly. 

“Each toe-piece is attached to a littl 
rod that slides along over each record 
ecard, and when I press down this 
punch-button, having a pin-point on 
the under side, it pricks a little hole in 
the card exactly in the place on th 
length scale that corresponds with th: 
foot length of the foot. This little arm 
or pointer that moves to the letter rep- 
resenting the correct width of the cus- 
tomer’s foot also has a little button 
punch that deposits a pin-prick on the 
width scale of the card when I press 
it. We punch each card—the green 
and the buff. 

“By this simple new mechanism on 
our Resco Machines we are able to 
record the length and width of each 
of the customer’s feet with the exact- 
ness of a pin-prick on an absolutely 
accurate scale. No need for the sales- 
man to go through any mental gym- 
nastics in allowing ‘so many sizes up’ 
from the foot size. Customers’ feet 
record their own length and width 
while supporting the entire weight of 
the body. Not a chance in the world 
of fitting shoes ‘short’! 

“If the two feet differ slightly in 
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near the left foot, and I place the buff 
card in the shelf near the right foot. 


spaces, and I push these toe pieces up 


spring inward to each foot and clasp 
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measurement—as 
them do—we fit the greater length and 
the narrower width, and we record 
this fitted size on the card. The sales- 
man steps to the shelf, gets out a car- 
ton bearing the customer’s foot size 
on it, in the style wanted—and the 
first pair selected fits perfectly eighty- 
eight times out of a hundred! 

“The customer keeps the green card, 
on the back of which is the store num- 
ber, the salesman’s name and the full 
list of all Regal stores. The salesman 
retains the buff card, having full data 
of the fitting. When a customer re- 
turns for his next pair, he exhibits 
the green card for his prior fitting, if 
he desires, and the next salesman re- 
checks the previous fitting and style 
fitted.” 

At this juncture the interviewer in- 
quired if the Regal salesman doesn’t 
have to make the usual allowances for 
certain types of lasts that are known 
as short-fitters or long-fitters. 

“Not on your life!” Mr. Bliss ex- 
claimed. “We do all that in the factory 
when pre-testing with the aluminum 
size-testers. If the special style or 
draft of the last—broad or narrow, 
straight or swing, high-throat or low- 
throat, high-heel or low-heel—requires 
special allowances, we detect them with 
the testers. We don’t require or per- 
mit store salesman to do the ‘allow- 
ing.’ Consequently, when we stamp a 
pair of shoes with its foot-size, it fits 
every foot of that size, no matter what 
the shape or makeup of the shoes is. 

‘Personally, I believe this taking all 
t e unnecessary confusions out of shoe 

izes is going to be a great advantage 

to the public. Everybody has always 
resented this unnecessary, illogical 
concealment of shoe sizes with unin- 
telligible figures and letters. It’s all 
rot! 


66 URTHERMORE, making foot- 

size the basis of shoe-fitting is of 
the greatest possible importance to all 
retail shoe dealers who are qualified to 
make money out of their business. As 
a matter of fact, foot-size is the only 
absolutely correct principle for con- 
structing shoe tariffs or purchase bud- 
vets for shoe stores. 

“Do you rea'ize that seventy-five per 
ent of the financial tribulations of 
shoe merchants today arise from their 
corstant shortage of middle sizes and 
surplus of end sizes? The end sizes 
are a ball and chain around their 
necks—which gets bigger and heavier 
all the time. 

“One direct reason for this is that 
shoe-size markings are apparently 
changing constantly. The women cus- 
tomer who was comfortably fitted with 
a ‘4B’ last month in one style may 
have to take a ‘6B’ this month on some 
other style. Her feet haven’t changed 
that much, but evidently the shoe-size 
marking has. 

“If shoe dealers will find out and 
accurately record the actual sizes of 
their customers’ feet—and then 
onto their shelves only the correspond- 
ing quantities of each foot size, with 
the shoes pre-tested and marked with 
those foot-sizes—they’ll always have 
purchase budgets that hold water. And 
thev’ll have mighty few end _ sizes, 
too!” 

The interviewer asked Mr Bliss what 


practically all of | 





any competitor to take it on who 


| wishes to. 





put | 


he meant by offering to tell the rest | 


of the trade about the plan and help 
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“IT mean exactly what I say,” said 
Mr. Bliss. “This thing has come to 
stay. Other shoemakers and retailers 
who want to supply better-fitting shoes 
than they have before, and who wish 
to conceal nothing from their custom- 
ers, are welcome to our new method. 


66 E will explain the whole plan in 

detail to any responsible shoe 
man who requests it, and we will give 
him working drawings for an easily- 
constructed device, made up of two 
regular size-sticks and measuring tape, 
that when intelligently used in retail 
stores the way we use our machines 
will do the job. 

“We will even make it possible for 
dealers to have our testing devices, 
and will in any other reasonable ways 
enable the trade to take on this im- 
proved system. In doing so, we shall 
merely require sincerity of motive and 
genuine compliance with the require- 
ments of accuracy in foot-measuring 
and fitting. 

“Just remember this,” said Mr. 
Bliss, as the interviewer reached for 
his hat. “Fitting customers properly 
is the greatest permanent boost for 
unit sales that the shoe business ever 
had—or ever will have.” 





Hart Shoe Co. Expands 


INDIANAPOLIS, IND.—Another step in 
the expansion of the business of the 
J. C. Hart Shoe Company was taken 
in the purchase of the shoe department 
of Selig’s, a cloak and suit house of 
this city. 

The business was bought from the 
Artistic Footwear Company. The new 
branch of the Hart company already 
has opened with a sale. The depart- 
ment will be maintained at the Selig 
store under the management of Ed- 
ward Haldy, partner of Mr. Hart, who 
has been in the Hart organization for 
the last 21 years. 

Hart’s main store 
opened in the Circle Tower building 
on Monument circle, after moving 
from its former address on North 
Pennsylvania Street, where it had 
been 38 years. A _ noticeable increase 
in business has been noted in the new 
location. 


recently was 


Dity’s Opens Shoe Department 


INDIANAPOLIS, IND. (UTPS)—Estab- 
lishment of a shoe department in Dity’s 
men’s furnishing store, 16 North Me- 
ridian Street, was announced Tuesday, 
July 8. The department will be the 
exclusive distributors for the French, 
Shriner & Urner line of high-grade 
footwear and will handle sport lines, 
as well as the better lines of dress and 
business shoes. 

The new department will be under 
the management of E. E. Mouck. 


O. L. Fulford Promoted 


LAFAYETTE, IND.—O. L. Fulford, 
manager of the local Miller-Jones shoe 
store, received notice of his promotion 
to be general manager of one of the 
company’s largest stores, that at New- 
castle, Ind., and already has assumed 
charge. W. C. Mosbaugh, former Pur- 
due University student, of Hartford 
a Ind., has been named manager 
ere. 
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WHERE TO BUY 
Ballet Slippers 















Rights and Lefts 
Two 1 


Wom. Miss. 
se 50 $1.45 ii. ‘o 
1.35 1.80 1.25 


In Stock 
135 West Monroe 


Chicago, Ill. 




















Soft Toe 
Turn 
Ballets 

Black Kid 

Expertly Contoned 


a 
Childrest s 
$1.40 


Lefts and Rights 


Women’s 
In No. 100—Regular ...... $1.50 
Steck No. 500—Buck Sole..... 
H. F. MALOTT SHOE CO., Manufacturers 
1915 Girard St., Chi eago 








In Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CO., INC, 
147 Duane Street, 
New York City 














WHERE TO BUY 


Shoe Ornaments 











SHOE 
ORNAMENTS 
OF EVERY 
a 


REYNOLDS Ge COMPANY 


7 Eddy Street 
Providemce, Rhode Island 
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WHERE TO BUY 
Athletic Shoes 


Oi i hi i i i hi i i edie ell 


€@THCO 


GOLF SHOES 
No. C340—All sizes in stock 
for immediate delivery. 
° Write today for complete 
‘ catalog of ATHCO Ath- 
, letic Shoes. 
Athletic Shoe Co. 
914N. MarshfieldAve. 
Chicago, tll. 
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WHERE TO BUY | 


Spats 
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Ww 
landard 
P A by Ss 


The world’s finest spat 
—backed by one of the 
greatest national ad- 
vertising campaigns 
ever run for Spats— 
supported by display 
cards, newspaper mats, 
a handsome box. 

Priced to retail 
$1.50 to $5.00 
Write for 
samples. 


Watch “Standard” Spats in 1930 
S. Rauh & Co., 650 Sixth Ave., New York 















Bev BV be le Bat et be tT hn 


BOND STREET 


The finest, best known, 
. Styled in England 
—made in America, and 
| priced to retail at $1.50 
to $5.00. Backed by 
comprehensive, unique na- 
tional advertising—radie, 
ational magazines, mer- 
chandising helps, attrac- 
tive packages. Immediate delivery. Write for samples. 
THE WILLIAMS MFG. COMPANY, 
Portsmouth, Ohio, U. & A. 





WaVaV ava av ae ae ay: 


GREATEST SPAT LINE F cet 
OF THE INDUSTRY 


Taslored just a little micer but nriced considerably lower 


MPERIAL SPAT MFG. CO DENVER COLO USA 


IDEAL 


Spats and Shoe 
Ornaments Create 
Customers and 
Confidence 


We are the 


West selling direct to 
the dealers. 


MANOLIS MFQ@. CO. 


4348 No. Crawford Ave. 
Chieage, til. 
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WHERE TO BUY 
W ork Shoes 


66 Ee 6 ee 


4 SALES OFFICE e& 
82 Lincoln Street, Boston, Mass. 


Goodwill Shoes 





For Hard Service and LongWear 





w Work and Service Shoes In Stock & 





| Improvement in 
Sales Volume 
in Indianapolis 


INDIANAPOLIS, IND. (UTPS) — The 
retail shoe business in Indianapolis is 
showing a gradual gain. June was re- 
ported good by the majority of shce 
dealers, with the biggest volume in 
sport shoes. In many instances dealers 
report the sale of sport shoes from 25 
to 35 per cent ahead of last year with 
two more months to go, and still going 
good. 

White and black combinations are 
ahead of tan and white, with perfora- 
tions and wing tips in favor. Men of 
all ages are wearing white sport shoes, 
some for style and to some extent for 
business. The sales up to July 1, are 
ahead of last year at this time and 
ahead of the entire last year’s season. 

There is a strong tendency in favor 
of black footwear for fall and winter 
wear, in calf and grain leathers with 
little fancy trimming. Dealers are un- 
animous in predicting the biggest sea- 
son for black footwear during the com- 
ing fall and winter. L. G. Cobler, man- 
ager of the men’s department of 
Marott’s Shoe Shop, and G. F. Wilhite, 
manager of the Walk-Over Shop, pre- 
dict more than sixty per cent of men’s 
footwear worn during the coming fall 
and winter will be black. 





Novelties Abound in Paris 
[CONTINUED FROM PAGE 35] 


are already out, and they are throat 
trimmed pumps. An afternoon pump 
is of beige kid, three tones of kid form- 
ing a striped strap which runs across 
the vamp-throat, and passes through 
a slit in the throat at approximately 
the shank, and buttons on either side 
at the quarter-throat. The heel has 
the same trimming. Another beige 
pump, rather a warm shade, has dark 
brown patent heel and narrow band 
which passes around the entire throat, 
through a slit that forms a point at 
the beginning of the quarter, and ends 
in a flat bow effect on the center vamp- 


throat. (see illustration) 
Despite the rumoured return to 
satin, Greco is still using crepe de 


chine for many of his evening models, 
with a motif of narrow appliqued 
bands and simulated buckles. The 
model illustrated is of rose pink crepe 
de chine with appliqued bands of same 
piped with gold kid. The buckle effect 
on the outside vamp, and outside quar- 
ter are of gold kid made in one with 
the appliqued bands. 

There is no change in the essential 
shape of any shoes. 

Hellstern’s models are all very con- 
servative with even more refined trim- 
mings than any of the other houses, 
which means that Hellstern is using 
tiny bands and perforations, so fine as 
hardly to be seen at a distance. 





Merrit Wade Buys Store 


LAKE OpessA, Micu. (UTPS)—Mer- 
rit Wade, traveling representative for 
the Wear-U-Well Shoe Co., has pur- 
chased the stock of William Gardner, 
who conducted a shoe and furnishing 
business for the past three years. Wade 
will continue on the road and Mrs. 








Wade will handle the retail end. 


78 


Herold Shoe Co. Specializes 
San JOSE, CAL. (UTPS)—The Her. 


old Shoe Company, 74 South First 
Street, established in this city in 1849 
by Phil Herold and now headed hy 
Chester and Harvey Herold, announces 
plans for expansion as a highly spe- 
cialized women, misses and children’s 
shop, discontinuing men’s shoes. 

Until 1909, the store which handled 
men’s shoes exclusively, became a fam- 
ily shoe shop that year, and continucd 
as such for the past 21 years. Says 
Chester Herold, “It is not that we lixe 
the men less, but that we have select«d 
the women’s lines for our field.” 





Wisconsin Shoe Men Plan for 
Busy Meeting 
[CONTINUED FROM PAGE 63] 


Wednesday, July 30th 
:00 a.m. Golf tournament fir 
members and guests. American 
Legion Golf Course. 
12:15 p. m. Luncheon. 
1:15 p. m. Address: “Style Ana'- 
ysis,” Miss Ruth Kerr. Addres., 
“Merchandising,” Elmer Dallma: 


oo 


1:45 p.m. Report of Nominatin; 
Committee. 

1:50 p. m. Report of Constitutio 
and By-Laws. 

2:15 p.m. Report of Resolution 
Committee. 

:30 p. m. Election of officers. 


LE 


7:45 p. m. Election of next conven 
tion city and other business. 
Ladies’ Program 
Monday: Registration in morning 
Theatre party in evening. 

Tuesday: Shopping tour and trip t 
Marathon and Wausau shoe plants 
Luncheon. Auto ride to Eau Clair 
Dells. Bridge party. Buffet dinner 
Entertainment and dancing. 

Wednesday: Golf tournament and 
auto trip through city in morning 





Why Fit Shoes in the Dark? 


[CONTINUED FROM PAGE 75] 


when the foot is static, eg., in the 
standing position. Likewise, when th« 
foot is in motion as in walking it i 
dynamic, and the mechanism under 
normal conditions is now different: the 
inner ball receives very little if any of 
the body weight until the heel is ele 
vated in the act of forward progression 
and propulsion. To re-state this in 
another way: during walking the 
weight is transmitted from the hee! 
forward to the outer ball, and when th 
heel elevates the weight is then dis- 
posed and is received evenly across th« 
entire ball of the foot. And this can 
be accomplished normally only wher 
the horizontal level of the innersole at 
this point is not interfered with by 
any depression or elev«tion, as, for 
example, the present popular meta- 
tarsal pad. 

All shoes are at present made to con- 
form to a short hypothenuse of the 
weight-bearing triangle: they are thus 
better adapted to standing than to 
walking. Without changing their ap- 
pearance or conformity, shoes can be 
modeled to extend the hypothenuse of 
this triangle to the ball of the great 
toe, and they will then conform to the 
mechanics of the foot in balance during 
the act of walking. And in this par- 
ticular they will then become anatomi- 
cal and, therefore, correct. 
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He Can Make Your Business 


—or Break It 


[CONTINUED FROM PAGE 43] 


that vital requisite, a keen and sym- 
pathetic appreciation of the customer’s 
needs. 

“Too often a clerk goes back of the 
shelving, slams a shoe back into its 
box and growls, ‘This dame I’ve got 
don’t know what she wants. How can 
I sell her when she won’t say whether 
she wants brown or blue, high or low 
heel? I’m no mind reader.’ 

“Yet all the time that customer may 
be telling him just what she wants, not 
in shoe terms, but in terms of the uses 
for which she needs the shoe. She ex- 
pects him to translate her language into 
his own. Yes, gentlemen, a real sales- 
man is a mind reader. 

“We all talk English. Yes. But the 
switchman, the banker, the bricklayer, 
the actor, the bell-hop, each has a lan- 
guage of his own. The ambitious sales- 
man takes pains to learn just what 
these —a varying classes of hu- 
manity really mean by what they say. 

“And tell me, how can a man who 
never went to a dance sell party slip- 
pers intelligently? How can a man 
be an authority on golf shoes if he 
has never mixed with golfers? A man 
is severely handicapped in selling sum- 
mer resort shoes if he has never taken 
a vacation and wiggled his toes in the 
sand along with the rest of the summer 
resort crowd. 

“In fact, to be a successful salesman 
a man must like people, must enjoy 
rubbing elbows with them, must delight 
in doing the things other people do, and 
must have the faculty of making friends 
as he mingles. Only by so doing can 
he appreciate their needs. 

“T insist, therefore, that a shoe sales- 
man can learn as much about his pro- 
fession at a rip-roaring Saturday night 
party as he can by studying the differ- 
ence between a Littleway and a McKay 
sole. Both kinds of knowledge are nec- 
essary. Both can be overdone. A 
proper mixture produces best results. 

“Furthermore, salesmanship is not a 
‘line.’ Gone is the old time spieler who 
awed his timid listeners by his vim, 

vigor and vitality, and who overrode 
their objections by his pep, punch and 
personality. His arguments and an- 
swers were the same for everyone. 

“Now selling has become individual- 
ized. As people’s activities have become 
more diversified, their needs have be- 
—e more complex. There are no two 
alike. 

“I once overheard this illuminating 
conversation. A_ well-dressed woman 
said to the clerk: ‘I would like a com- 
fortable walking shoe.’ 

“He took her shoe off, brought one 
from the shelf and said, ‘Here’s a dandy 
shoe; we sell lots of them.’ 

“She said, ‘Oh, I don’t care for that.’ 

“He brought another. ‘Here is a 
wonderful shoe. It’s a big seller.’ 

“‘That isn’t what I want either,’ she 
told him. 

“Bringing a third style, he said, ‘I’m 
sure you'll like this one. It’s one of 
our best sellers.’ 

‘Just put my shoe on,’ she said, ‘ 
guess you haven’t what I want.’ 

“As she went out that so-called sales- 
man snorted, ‘Some women sure are 
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funny. They come in for shoes and 
then won’t even let a guy show ’em 
what he’s got.’ 

“But tell me, boys, why should that 
woman waste her energy trying to ex- 
plain her wants to a man who shows 
right from the start that he’s not in- 
terested in her individual needs? A 
man is in a bad way if the only argu- 
ment he knows is, ‘It’s a good seller.’ 
About the third time he says it she 
knows it’s just his pet expression and 
has no relation to the facts. Walking 
out on him is her only safe recourse. 

“After all, it matters very little what 
you say to the customer. It’s how you 
feel toward her that counts. Sales- 
manship is a matter of the heart, not 
of the tongue. 

“As you approach a customer let this 
be your honest thought: ‘I’m really glad 
to be waiting on you. I’m going to 
try to be a genuine help to you in se- 
lecting just what you need. I’m going 
to see things from your standpoint and 
work right with you.’ 

“If you feel that way down in your 
heart, your tongue will say the right 
words. You will be a gentleman, a true 
representative of the institution. If 
you don’t feel that way toward your 
customers, you have no right to call 
yourself a shoe salesman, no matter 
ow much you may know about shoes. 
You’ve got to change your heart—or 
change your job.” 





Ohio Merchants Planning 
for Fall 


CoLuMBus (UTPS)—With clearance 
sales holding the center of the stage 
in the shoe departments of department 
stores and in exclusive shoe shops, 
buyers and merchandise managers are 
turning their attention to the fall sea- 
son. Some early showings of fall mer- 
chandise are being made by several 
stores and so far it is confined to light 
colored and dull mat kids, genuine rep- 
tiles, especially lizards, and combina- 
tions of kid and lizard and suede and 
lizard. 

The white season was only fair and 
as a result stores have been cleaning 
up their stocks to a large extent. 
response to the clearance sales has 
been very satisfactory as a rule. Some 
of the stores are also cleaning up their 
stocks of light colored kid shoes, espe- 
cially beige claires and rose beiges 
which were one of the leading features 
of the past season. 

The fall last is slightly different in 
that it is slightly longer and the toe is 
medium rounded. Ties and straps are 
being exploited for the fall season with 
pumps not being given much attention. 
In heels there is a marked tendency to 
the 16 or 18 eighths baby Louis heel 
which is desired to wear with the 
longer skirt of the new silhouette. 


Genuine Rajah lizard in black and | 


white and coffee color are being bought 


for the fall season by the Columbus | 


Walkover Shoe Store according to Phil 
Griffis, the manager. Tan kids are also 
expected to sell fairly well. 
while bought in a limited quantity are 
not expected to have much run. 


The | 
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WHERE TO BUY 
Dancing Shoes and Taps 


O66 6 Fe 


eelN STOCKeeee 


SHOES 


11/2 and 
Heels 










TAP DANCING 


Patent and Vici, 
22/8 Leather 


Prepare for Big 
Tap Dancing 
Business 

This Fall. 





The Norridgewock Shoe Co., Inc. 
NORRIDGEWOCK, MAINE 
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Supreme Taps in 
three sizes to fit all 
shoes. Speciallow 
price. Also danc- 
ing footwear ad 
accessories. Ar 
once delivery. 
Send for catalog. 


Coast Representative: 
MR. A. F. WINSLOW 

5177 Casper Avenue, Eagle Rock 
Los Angeles, California 








TAP SHOES 


- om a Taps Attached 
Black Kid $1.85 







No. 9785 
Patent 
Leather 
$2.35 


TAPS 
20c. Per Pr. 
3 Sizes 
Large, Medium 
and Small 


BROOKS SHOE MFG. CO. 


Swanson and Ritner, Phila., Pa. 
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WHERE TO BUY. 
Work Shoes 
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= -) Free Style Booklet om Request 












THIS MAY BE 
YOUR OPPORTUNITY 



























SALESMEN WANTED SALESMEN WANTED FOR SALE 



































SALESMAN WANTED az . ‘ Texas and Oklahoma 
for the following territories: Salesman Wanted rte 
South Texas Indiana ~ o 
Alabama Ohio A large Brooklyn shoe manufac- Men’s Shoes-—$4, $5, $6 
No. Carolina Kentucky turer has an excellent opportunity Retail 
ng — for a good salesman to sell a high- etal 
Mississippi Louisiana grade line of turns that retail from [he above two territories are ope! 

Wisconsin $12.50 up, in the South, Texas and In stock line. Only experience 

Fastest line of novelty shoes out Coast territories. No objection to men need apply. Must be a 
iS deter aakaae communion sina one # pelt Bi asa = juainted with territory. Give ret- 
Must have following; references eee mage ~~ erences and experiences in first 
required with application B-921, care Boot & Shoe Re- letter. 

BARACK SHOE COMPANY seagate lace E. B. Fiekenbrock & Sons Co. 

2. ton St. ! ne ee 
to he t Dubuque, Iowa | 

































S ALESMEN for a tine line of hand 





W: LNTED with established trade needing a side line of Address B-919, care Boot & Shoe Recordet 
Children’s shoes. Compo and Puritan Welts South State St., Chicago, IIl. 





Experienced salesmen to handle : 
F é andle on can furnish reference from house tur whom 


commission, line of Special Proc- now working. POSITION WANTED _ 


ess and Welt arch footwear for wo- 
men retailing at $4.00 and $5.00. a = = 




















S ALESMEN wanted to carry a complete line B : : , 
of spats and shee ornaments as a sideline. MEX to carry side line of well made, inexpen- 





“ McKays, Stitchdowns, Leggings. All styles 
in stock. Must reside on territory and travel 
by auto. Hagerstown Shoe & Legging Co., 
Hagerstown, Md. 


HAVING NATIONAL DISTRIBUTION 
will have openings beginning in 1931 for a few 
more high grade salesmen to work on commis- 


S. ZULICK & CO., ORWIGSBURG, PA., turns; one for the south; one for Der 


* have several choice territories open for men west; one for m.ddle west; liberal commiss 


in stock. Commission only. Apply only if you , eels _ 


Territories Open aad 7 OSITION WANTED—As buyer and 

1. W. Mass., Vermont and New ESIRABLE territories open for experienced ger of retail store or shoe department, n 

Hampshire. ~~ Salesmen to carry our line of High Grade ried man, age 32, with twelve years of succ¢ 

2.0 d Washi Turns and Goodyear Welt Juvenile Shoes. ful experience and proven ability. Excell 

en ashington. llighest Commission paid. Fall Samples ready. character and pleasing personality, good st 

3. Kentucky and Tennessee. Write full particulars. Staud Shoe Corpora- man and window trimmer, a progressive, ca 

4. S. Carolina and Georgia. tion, Rochester, N. Y. ble merchandiser thoroughly versed on mod: 

— : —— retailing methods. Best references. Addre 

5. Illinois (NOT CHICAGO). B-909, care Boot & Shoe Recorder, 239 W 

© Semen OMMISSION SALESMEN, to carry short 39th Street, New York, N. Y. 

— . . line Satin Upper, Leather Sole D’Orsays 
THE TILL SHOE COMPANY The Brooklyn type to retail at $1.95 to $2.50 a 

OWEGO, NEW YORK pair. Addre Ss 3-927, care Boot & Shoe_ Re- HOE SALESMAN experienced coves 

corder, 239 West 39th Street, New York, N. Y. Jersey and vicinity; travels car: volu 

- > business. Address B-918, care Boot & SI! 


Recorder, 239 West 39th St., New York, N 


or a ares Co., 4248 No. Craw- sive infants’ soft soles. Good commission. 
ye., Chi » a Addre Baby Shoe Co., 1014 Harrison Ave., 
enipinlnembass ee - oaeredeet OSITION WANTED—As_ manager-buy 
a —— head salesman of men’s shoes only. W 
- - : experienced in selling high grade shoes f 
LESMAN WANTE i : aa Beil men. Address B-916, care Boot & Shoe R 
SA NTED for Ohio.  Welts, ARGE FOOTWEAR MANUFACTURER corder, 239 West 39th Street. New York. N 


sion. Two seasons, seven to nine months’ work HOE MAN. age 29, desires position as st 

——— a wusebiliiaibaseentaaiumins annually. Applicants should be under 38 years or department manager; have had 10 year 

of age and should have a record of successful experience in women’s shoes, 4 years as sté 

ANTED—Salesmen calling on Jobbers, De- selling to retailers. Give full details of experi- manager, also window trimming experien 

' Partment and Chain Stores for up-to-the- ence and qualifications and if possible submit capable of handling large volume; have init 

minute Puritan Welt line of twelve to fifteen photograph with application Address B-920, tive ability: can furnish excellent referenc« 

samples. Commission basis only. Address care Boot & Shoe Recorder, 239 W. 39th Street, willing to go anvwhere. Address Herbs 
Century Shoe Co., Inc., Macungie, Pa. New York, N. Y. Bleikerg, 2283 Clairmount, Detroit, Mich 













CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 

num charge 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge $1.25. When 

— — is desired twelve words should be added for the address. In all other cases each word of the address should 
counted. 

The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 

Classified advertising is payable in advance. 

8 Advertisements for this page must be in our New York office on Friday of the week preceding publication. “™® 















Boot AND SHOE RECORDER 
80 combining THE SHOE RETAILER, July 26, 


1930 








coast 
W isc 


Al 
S4J 
ng i 
Esta 
Boot 
New 


SA! 
east, 


ing 


Shoe 


Yor! 














lu 


ear 


n 
iti 
Ice 























MANAGER WANTED 


WANTED TO PURCHASE 


MERCHANTS’ NEEDS 








WANTED, MANAGER 


For a Chain of Juvenile Shoe 
Departments 


Exceptional opportunity for a ca- 


pable, trustworthy executive. 
Must be thoroughly experienced 
and know how to secure proper 
turnover with profit. State age, 


experience had and other informa- 
tion regarding yourself. 


Address B-922, care Boot & Shoe 
Recorder, 239 West 39th Street, 
New York, N. Y. 











POSITION WANTEL 








M: ANAGER with 14 years’ experience in re- 
tail selling, wishes to locate on the east 
coast. Now employed as manager in one of 
Wisconsin’s finest stores. Address B-928, care 
Boot & Shoe Recorder, 209 S. State St., Chi 
cago. 


CUP PE RINTE NDENT — Thoroughly experi- 
~’ enced on felt and leather slippers with knowl- 








edge of cutting patterns for Turns, McKays, 
added Outsoles and cement process. Quality 
nd production guaranteed. Address B-925, 
care Boot & Shoe 239 West 39th 


Recorder, 
Street, New York, N. Y. 


S UPERINTENDE NT and designer with fif- 
“teen years of good practical experience mak- 
ng women’s high grade Turns, McKays and 
Compo systems shoes with best results. Ad- 
ress B-924, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 











LINE WANTED 


S/ ALESMAN traveling 
South Carolina, 
ng a change. 





Virginia, North and 
Georgia, Florida. Consider- 
Fourteen years in this territory. 


Established accounts. Address B-911, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


SAL sESMAN, 49 years old, 

perience, 
east, including New 
ing this territory. 





22 years’ road ex- 
wants lines of shoes to sell in the 
York City. Now cover- 
I have large following and 








Al references. Address B-917, care Boot 
Shoe a. 239 West 39th Street, New 
York, Y. 
FOR SALE 
ACHINERY FOR SALE—One United 


Shoe Machine Corp. power marking ma- 
chine Model A. Four wheels of figures and six 
of letters. Less than two years old and in use 
now. Price $210. Address B-888, care Boot 


& Shoe Recorder, 239 West 39th Street, New 
York, N,. Y. 
OR SALE—Ladies’ shoe department, estab 
lished two years, selling high grade shoes 


from $10.00 up. 
lines of shoes 
largest city in 
Boot 2 Shoe 
New York, 


Exclusive franchise in city on 
handled; located in best and 
irginia. Address B-926, care 
Recorder, 239 West 39th Strect, 





PEDOGRAPH, good as new, 
extra sheets. Ed Bush, 212 
Santa Ana, Calif. 


€ CHOLL’'S 
$8.50, with 
West 4th Street, 





__FOR LEASE 


O LEASE 

ladies 
Twelve 
stons, Nile 





Shoe department in exclusive 

ready-to-wear and dry goods store. 
thousand. No competition. Living- 
Mich. 


ADIES’ and Children’s Shoe 
lease, by a medium sized department store 
with an established following. Apply Glazer’s 
Inc., 785-9 Chapel Street, New Haven, Conn. 


Department for 
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If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 


KIRSCH-BLACHER CO., INC. 
624 Broadway New York 
Phone Spring 1443 








POMPOMS AND ORNAMENTS FOR 
SOFT SOLE SLIPPERS 
The right merchandise at the right price. 
Samples sent on request. 
HY-GRADE SLIPPER SUPPLY CO. 
ovo3s Broadway New York City 











We will pay the best price for 
your surplus or entire stocks of shoes, 


general merchandise or department 
stores. Leases assumed. 
Phone Write - Call 


All matters strictly confidential. 
I. SIMON CO. 
101 Reade St., New York City 


Phone Worth 5922 Est. 1880 














MERCHANTS’ NEEDS» 











Everything for Your Windows 
Faturistic Displays and 


Backgrounds 
Artificial Flowers, Vases, Windew Fixtures, 
Paintings, Settings, Seenes, Velour Papers, 
Paper Borders, _Roebbon orders, Decorative 
Papers, Puffing, Folls, Flitters, Valenees, Orap- 
leg Material, Grass Mats. Send for Faney 
Paper Booklet. Price Tickets. 


DAVE’S DISPLAY DECORATIONS 
118 West Broadway, New York 








Window Decoration 
and maker of 
Artistic Price Tickets 
Latest in Imported and Domestic Roll 
Paper, etc., in Season. 
Samples mailed free on request. 
EMIL RUBLACK 


140-142 West Broadway 
Eatablished 1903 New York 












ESTABLISHEO 


LABELS 


and 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON RIQUEST 


| FRANK C MEYER CO.sm: 
eT (T 





%e}- 21 LEXINGTON AVE , BRODKLYN. N¥ 


AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 














TILTS ATANYANGLE 


$5.00 Per Gross 
$2.75 Half Gross 


Guaranteed to give 100% 
Satisfaction 


M. D. POLLINGER CO. 


216 Holland Bldg. St. Louis, Mo. 





Sole Selling Agency 
or 


Sole Production Right 








available 
firm 


reperences 


Immediately 
fo a 
cvith good 


Epoch Making New 
Foot Bandage 


Patented 


For full particu- 
lars write to 


responsible 


BOOT & SHOE 
RECORDER 
239 West 39th St., 
\ New York, 
\ N. Y. 














Milbradt 
Rolling Step Ladders 
Enable you to reach your 
a shelves convenient- 
y. 

They last a lifetime 
and 


Are made in any atyle, 
shape or size to fit any 
kind of shelving. 


Write for general catalog 
and let us suggest tie 
best ladder for your use 


Milbradt 
Manufacturing Co. 
Established 1895 
2416 No. 10th Street 
ST. LOUIS, MO. 
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| Wi NDOW 
DISPLAY FIXTURES 
4nade by 


SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 
. SEND FOR CATALOG, 


a 











Ladies’ 








ir. Stocked. pr Pheg 
per pair toc RATES 
A. W. GREELEY From $2.00 Single to $12.00 Suites 
* 7 . 
% 12 Duncan St., Haverhill, Mass. we; SETH H. MOSELEY, Owner JOHN W. GANNON, Mg. Dir. 
Bx Bx | 


Greeley’s House Slippers 


Black Vici 
Strap Slipper, Quilted Sock, 
Sewed, Turned, Leather Sole. 
Right and Left Lase. 
Whole Rubber Heel. 
12 pr. 
36 pr. cases, $1.30 





Bx 


WEST 
35TH 
STREET 


BETWEEN 
5TH AVE. 
AND BWAY. 


| THE 








Kid 1 


COLLINGWOOD 





lots, $1.35; 











The Ideal New York Hotel for Buyers 


In the Heart of the Retail and Wholesale District 


* * * 

















G. R. Kinney Shows Loss for | Haverhill Reports 


Half Year 


NEw YorK—The G. R. Kinney Co. 
reports for the six months ending 
June 30, a net loss of $206,519 after 
charges and taxes. This compares with 
a net profit of $377,650 in the first 
half of 1929. The company declared 
the regular quarterly dividends of 25 
cents a share on the common stock, 
payable Oct. 1 to holders of record 
Sept. 15, and the $2.00 dividend on the 
preferred stock, payable Sept. 1. 

E. H. Krom, president, commenting 
on the semi-annual report, stated: 
“Since the second six months of the 
year are normally the source of the 
major part of the year’s profits, it is 
believed that operations for the year 
as a whole should not only make up 
the deficit for the first six months, 
but will show a profit more than suffi- 
cient to pay dividends on the common 
stock at the current rate. 

“In view of the uncertainty in the 
business situation in the last six 
months, the management of the com- 
pany deemed it wise to reduce inven- 
tories and have effected a reduction of 
almost 12 per cent as compared to 
January ist. At the same time the 
cash position of the company has been 
improved and current liabilities re- 
duced. The ratio of current assets to 
current liabilities as of June 30 was 
about 3% to 1. 

“The strict budget on which the 
company is operating calls for a re- 
duction in expenses of $400,000 as 
compared to the similar period of last 
year. Sales for the first six months have 
averaged about 7% per cent under the 
similar period a year ago. Even with 
a continuation of sales at this reduced 
ratio for the remainder of the year, 
expenses are so planned that the op- 
erations of the company should show 
a profit for the year.” 


Opens Business 


INDIANAPOLIS, IND.—Officials of the 
Gold Leaf Shoes, Inc, an Ohio cor- 
poration, have filed papers with the 
secretary of state here which qualify 
the corporation to transact business in 
Indiana. The company has 33 shares 
of its capital stock represented in this 
state and deals in shoes and leather 
goods. Oscar Wingerter, 118 South 
Mulberry Street, Muncie, Ind.,_ is 
named agent for service of process. 


Good Fall Orders 


HAVERHILL, Mass.—Cutting rooms 
are again active and Fall business is 
fast finding its way into local factories. 
Haverhill shoe men report substantial 
buying of Fall merchandise and the 
early opening of business, plus a trend 
to the more practical and less ornate 
styles of footwear are a source of gen- 
eral encouragement to the manufac- 
turers. Price chiseling at the Boston 
style show particularly in the lower 
price novelty and semi-novelty grades 
caused some concern and is still a fac- 
tor, but is expected to be overcome. 
Local makers of $5 lines found a 
strong demand for $4 shoes and re- 
ported difficulty in consequence in book- 
ing their usual business. 

Straps, step-ins, oxfords, ties, and 
plain pump numbers lead the Fall 
parade of patterns. No radical changes 
are witnessed. Blacks are to go strong 
in black kid, suede, and patent, with 
the usual fabrics. The Fall tans cover 
a wide range starting with mahogony 
and descending to the light tans. Green 
suede is to be reckoned with also some 
of the more highly colored kids. 

Firms responding to the stimulus of 
the new season this week included: 
the Hartman Shoe Co., the Kimel Shoe 
Co., the Clinton Shoe Co., the National 
Shoe Co., the Milchen Shoe Co., the 
Crispin Shoe Co., the Simon Shoe Co., 
the Newman Shoe Co., the Wise Shoe 
Co.. the Ornsteen Shoe Co., the Nesson 
& Halpern Shoe Co., and others. 

The Grenada factory of I. Miller & 
Sons has been operating throughout 
the summer on a basis of 12,000 pairs 
a week, recording itself as one of the 
steadiest plants in the local industry. 





Black and White Popular in 
San Francisco 


SAN FRANcIsco, CAL. (UTPS)— 
Messrs. Roos Evans, at their ex- 
clusively men’s shoe shop opened some 
four months ago at 137 Kearny Street, 
report that the sport styles, black and 
white, etc., are splendid sellers at this 
season, showing that men are realizing 
that each season and occasion calls for 
its own style of shoe. This shop also 
reports that for the many common foot 
ailments, “weak feet,” and the like, 
their lines of high shoes are good num- 





bers. 
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Shoe “Racket”’ Charged 


ATLANTA, GA. (UTPS)—A new shoe 
“racket” was broken up today when 
J. D. Buckner, 19, and G. T. Maner, 
18, were bound over to the grand jury 
on the charge of larceny. 

The two boys are alleged to have 
victimized several leading shoe stores 
by going into the stores, ordering sev- 
eral pairs apiece, and then ordering 
them sent to an address C.0.D. One 
of the pair would take the shoes in on 
the pretext of examining them before 
paying for them. He handed the pack- 
age of shoes to the other boy, who ran 
out of the back-door with them while 
the delivery boy waited in vain for 
the payment. 

How the two proposed to dispose « 
the shoes, police have not as yet dis- 
covered, but they were apprehended 
through the cleverness of a salesman 
at Hanan and Sons Shoe Store at 17) 
Peachtree Street. Having been warne( 
of the racket, he became suspicious of 
two boys ordering shoes sent C.O.D., 
and delayed delivery until he could 
notify the police. 

Police trailed the delivery boy to a 
Simpson Street address and su 
rounded the house before the delivery 
was made. Buckner is said to have re- 
ceived the package and went inside. 
Police stationed at the rear of the 
house caught Maner as he was leaving 
in a hurry with the package of shoes 
under one arm and via the back door. 


O. J. Lorenz and Wehr & Son 
Buy Out Caldwell Store 


CALDWELL, OHIO (UTPS)—This 
town is to have a new shoe store to 
be operated by O. J. Lorenz and Wehr 
& Son, former dealers who have pur- 
chased the complete retail stock of 
George Laurer, of Lower Salem, Ohio, 
and moved into a large and modern 
store room in the Columbia Hotel 
block. 

New fixtures have been installed and 
it is their intention to make this new 
shoe store one of the largest in thi 
section. 


¢ 








Juvenile Shoe Section 


Fort WAYNE, IND.—Among the re 
cent major changes in the Wolf & 
Dessauer department store, is a new 
Juvenile Shoe Section. This is locate 
on the second floor, the major portion 
of which is now being devoted to out- 
fitting both boys and girls. 
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Latest Reports of New Stores, 
Failures, Embarrassments and 


Bankruptcy Proceedings 








Business Changes 


CONNECTICUT—Waterbury—Eva Glickman ; 
poots, shoes, etc.; reported sold or closed out 
business. 

KANSAS—Winfield—Fashion Slipper Shoppe; 

ts and shoes; name changed to Maupin’s. 

LOUISIANA — Alexandria — Gunter, Price & 
Walker, Inc.; boots and shoes; succeeded by 

V. Walker, Inc. 
MASSACHUSETTS — Boston — Unity Shoe 


Makers, Inc.; manufacturers; ine. authorized 
capital $100,000. 

Haverhill—Crispin Shoe Co.; manufacturers ; 
capital stock increased by $25,000. 

Lynn—Gray Shoe Mfg. Co., Inc. ; manufac- 


turers; inc. authorized capital $20,000. 

. 2 Rice Shoe Co., Inc.; manufacturers ; 
capital increased by $25, ‘000. 

Sou wrence—Fred Howarth; 
shoes; recently commenced business. 

NEW YORK—Brooklyn—Estelle Shoe Stores, 


boots and 


Inc.; boots and shoes; inc. authorized capital 
$10,000. 

Genuine Reptile Shoe Makers, Inc.; manufac- 
turers; incorporated. 


William Irving Shoe Corp.; boots and shoes; 
inc. authorized capital $20,000. 

Variety Shoe, Inc.; boots and 
authorized capital $20,000. 

Chatham—tTerry Wilson; boots and 
estate succeeded by Gallup & Groves. 


shoes; inc. 


shoes ; 


Clinton—George Dawes; boots and shoes; suc- 
ceeded by Lenahan & McCabe. 

Hempstead—Max Sacks; boots, 
succeeded by Sacks & Tenzer. 

Hicksville—Gerber & Metzger (also Westbury, 
N. Y.); boots and shoes; partnership dissolved. 

New York City—Louis Pimstein (154 Duane 
St.); wholesale boots and shoes; reported sold 
or closed out business. 

Worthmore Bootery, 
recently incorporated. 

NORTH CAROLINA — Leaksville — Manufac- 
turers Distributing Co., Inc.; boots, shoes, ete. ; 
succeeded by Allen’s Dept. Store, Inc. 

OKLAHOMA — Shawnee — Baldwin Booterie, 
Inc.; boots and shoes; inc. authorized capital 
$5,000. 

PENNSYLVANIA—Jeannette—J. C. Taylor & 
Sons; boots and shoes; succeeded by Taylors. 

Norristown—Kershaw’s Shoe Store; boots and 
shoes; reported sold or closed out business. 

Philadelphia—F & B Shoe Manufacturing Co., 
Inc. (303 South St.); ine. authorized capital 
$100,000. 

Finkelstein Bros. (303 South £t.) ; shoe manu- 
facturers; succeeded by F & B Shoe Manufac- 
turing Co., Inc. 

Morris Rosenthal (642 South St.); boots and 
shoes; reported sold or closed out business. 


shoes, etc. ; 


Inc.; beots and shoes; 





Failures, Embarrassments, Etc. 


ARKANSAS — Van Buren — Comstock Dry 
oods Co.; boots, shoes, etc.; reported assigned. 
CALIFORNIA — Brawley —S. Soffa; boots, 
shoes, etc.; reported assigned. 

CONNECTICUT — Windsor Locks— A. Paul 
Aronson ; boots, shoes, etc.; reported assigned. 

ILLINOIS—Chicago—Max Silverman (3426 S. 
Halsted St.) ; boots, shoes, etc.; reported petition 
in bankruptcy. 

INDIANA—Jasonville—Ransom & Son; boots, 
shoes, etc.; reported petition in bankruptcy. 

Rushville—Paul M. Phillips; boots, shoes, etc. ; 
reported petition in bankruptcy. 

LOUISIANA — Shreveport — Joe Goldberg; 
boots, shoes, etc.; reported receiver appointed. 

MASSACHUSETTS—Lynn—Randall Shoe Co. ; 
manufacturers; reported receiver appointed. 

Quincy—Hyman Kotzen; boots and shoes; re- 
ported assigned; reported called meeting of 
creditors for July 14. 

Worcester—International Footwear Co.; slip- 
per manufacturers; reported receivers appointed. 

MICHIGAN—Detroit—Maurice Footwear, Inc. 
(1219 Wash. Blvd.); boots and shoes; reported 
offering to compromise. 

Roy Nathan (Woodward Ave.); boots, 
etc.; reported petition in bankruptcy. 

Ben Stark; boots and shoes; reported petition 
in bankruptcy. 

Isadore Taub (4650 W. Fort St.) ; boots, shoes, 
etc.; reported petition in bankruptcy. 

William B. Teichner (12702 E. Jefferson Ave.) ; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

Pontiac—Jack Flint; boots, 
ported petition in bankruptcy. 


shoes, 


shoes, etc.; re- 


NEW JERSEY — Jersey City — Ludwig J. 
Hickel; boots and shoes; reported called meet- 
ing of creditors. 

NEW YORK—Brooklyn—Harry 
Riverdale Ave.); boots and _ shoes; 
called meeting of creditors. 

New York City—Vim Shoes, Inc. 
170th St.); boots and shoes; reported 
meeting of creditors. 

Rochester—Raymond F. Weaver (966 Clinton 
Ave.) ; boots, shoes, etc.; reported petition in 
bankruptcy. 

NORTH CAROLINA—Newton 
boots, shoes, etc.; reported petition in 
ruptcy. 

OHIO—Lorain—Max Berman; 
reported petition in bankruptcy. 

Madison—Adlard Bros.; boots, 
ported assigned. 

PENNSYLVANIA — New Kensington — H. B. 
Duncan Co.; boots and shoes; reported petition 
in bankruptcy. 

Reading—Samuel K. Krapp (Strand Cut Price 
Shoe & Dry Goods Co.); boots, shoes, etc.; re- 
ported petition in bankruptcy. 

Saxton—J. F. Stoler; boots, 
ported petition in bankruptcy. 

West Bridgewater—C. H. Anderson; boots, 
shoes, etc.; reported petition in bankruptcy. 

SOUTH CAROLINA—Winnsboro—N. Simon ; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

WEST VIRGINIA — Shinnston — Ideal Shoe 
Store; boots and shoes; reported petition in 
bankruptcy. 


Vogel (73 
reported 


(131 E. 
called 


-Glenn Yoder; 
bank- 


boots and shoes ; 


shoes, etc.; re- 


shoes, etc.; re- 





New Shoe Dealers 


Guymon, Okla.—J. M. Maricle Merc. Co., Main 
and Fifth Sts. 
Morning Sun, Iowa—Sherman Harned. 
Fairmont, Neb.—Francis Kemp. 
Merna, Neb.—Weinstein & Winkle. 
Marsh, lowa—Sherman Harned. 
Glade, Kan.—C. E. MclIlvain. 
Canton, Ohio—David Laskey Co., 
Market St. (soon) 
Brooklyn, N. Y.—Variety Shoes, Inc. 
Mocksville, N. C.—Allison-Johnson Co. 
Hartington, Neb.—Montgomery Ward & Co. 


—Montgomery Ward & Co. 
a.—J \ 


3rd and 


Charlestown, W Newberry Co., 
Goetz Bldg. (Sept. 1) 

Lake City, Mich.—Peoples Cash Store. 

Louisville, Ky.—H. R. Rosenbaum Co., 458 


8. 4th St. (soon) 
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New York, N. Y.—Empire Shoe Corp., 130-32 


34th St. 

Marble Falls, Tex.—J. B. Pilgrom & fon. 

Akron, N. Y.—Max Intrator, 81 Main St. 

New York, N. Y¥.—Genuine Reptile Shoe 
Makers, Inc., Kings. 

Fairfield, Ohio—Sam Wilks. 

Colfax, Wis.—Moldrem Bros., Inc. 

Ken Wis. —Cunningham’s, Inc. 

ieewaee, Okla.—Baldwin Booterie, Inc. 

Timmonsville, N. C.—John McSween Co., Inc. 

South Lawrence, Mass.—Fred Howarth, 157 S. 
Union St. 

New York, N. Y.—J. P. M. Shoe Co., 154 
Duane St. 

Milwaukee, Wis.—Wm. F. Graebel, 1343 Green 
Bay Ave. 

Eldorado, Tex.—_W. A. Forrest & Son. 

Amory, Miss.—I. Paris. 





Helena, Okla.--J. W. Hoyt. 

New York, N. Y.—Worthmore Bootery, Inc., 
Bronx. 

Washington, D. C.—Bieber-Kaufman Co., Inc., 
743-45 8th St., S. E. 

Corning, N. Y.—W. T. Grant Co., 11-13 W. 
Market St. 

Cumberland, Md.—John A. Whitman. 

Hillsboro, Tex.—Hill Dry Goods Co. 

Kerrville, Tex.—Williams-Heckler, Inc. 

Columbus, Ohio—Gilbert Shoe Co., 210 East 
Town St. 

Williamsport, Pa.—-Annette Shoes, Inc, 

Philadelphia, Pa.—-Standard Shoe Co., Inc. 


Lynbrook, N. Y¥Y.—Wonder Bargain Stores, 24 


Atlantic Ave. 
Bristol, Pa.._-_Wm. Levinson, 127 Mill St. 
Rome, N. Y.--Rome Shoe Co., Inc. 
Asheville, N. C.—L. Goldstein, Inc. 


Lansing, Mich.—The Union Leader, Inc. 
Lake Odessa, Mich.—-Merritt Wade. 
Caldwell, Ohio—O. J. Lorenz. 

Caldwell, Ohio—Wehr & Son. 

Glendale, Ore.—Ed Kafer, Clark Bldg. 
Kearney, Neb.—Golden Rule Store. 
Abie, Neb.—Abie Mercantile Co. 


Atkinson, Neb.—A. E. Bucklin. 
Gordon, Neb.—L. E. Taylor. 
Pleasanton, Cal.—P. Buchrach. 
Kamiah, Idaho—Geo. 


M. Robertson. 
Lovelock, Nev.—W. Hood. 
Deep Creek, Wash.—Ben Lathrom. 
Manson, Wash.- Roy & Harry Pickett. 
Kennewick, Wash.—-S. E. Erickson. 


Marysville, Wash.—-C. A. Van Natter, State 


St. 
Everett, Wash.-—-Pessemier Bros. 


Hold-Up Man Caught 


PITTSBURGH, PA.—Under the ruse of 
buying a pair of shoes, a 23 year old 
man entered the Thom McAn shoe 
store, 411 Smithfield Street, and tried 
on several pairs. He selected one pair 
and when the clerk, Stanley Zebo, 
handed the shoes to him, he was con- 
fronted with a revolver in the hands 
of the would-be patron. The clerk 
backed into the rear of the store and 
dashed into the Penn Hosiery Shop 
which it adjoins. Employees of the 
latter concern went to Zebo’s aid and 
chased the culprit who was captured a 
block away and placed in jail for court 
trial on larceny charges. 


Custom Toe Gains Favor 


Kansas City, Mo. (UTPS)—The 
largest sale of custom toe shoes in the 
past four years was reported for this 
spring by “Spike” Arnold of the Bos- 
tonian Shoe Store. Young men are the 
most consistent buyers of them. The 
custom last is also proving popular in 
the tan and white and in the black and 
white sports shoes. 

Moccasin shoes in two colors of tan 
priced at $8.50 were also very popular 
Mr. Arnold said. 


Louisville Store to Move 


LOUISVILLE (UTPS) — The Arch 
Preserver Shoe Shop, now located on 
Fourth Avenue, will move around the 
corner to 332 West Chestnut in the re- 
modeled Taylor Drug Store building 
about August Ist. The new store will 
have as much space but will be more 
compact. It will have attractive mod- 
ern furnishings. This store has been 
having a most successful sale prepara- 
tory to moving. 





Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boor anp 
SHoe Recorver is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 


| 
| 
| 
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Vulco-Unt Box Toes 


Leading shoe manufacturers, the country 
over, have made this decision .. . 

To faithfully reproduce and retain that 
style so essential at the TOE of the shoe 
... the selection of Vulco-Unit Box Toes 
is always the right move. 

In the Vulco-Unit family you will find a 
Box Toe specifically designed for various 
types of footwear. 


ee . os, ort AN ~ 
.. ~ eee 5 


Beckwith Manufacturing Co. » Statler Building » Boston, Mass. 
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